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FROM  THE 

EDITOR  IN  CHIEF 


Working  Magic 

"Doing  more  with  less"  is  one  of  those  recession-era  cliches  that  always 
makes  me  wince.  What  are  we  meant  to  be  doing  more  and  less  of,  exactly? 
More  work  with  less  reward?  More  reality  with  less  sugarcoating? 

“Like  a  tank,  the  recession  continues  to  roll  right  over  companies,”  is  the 
lead  sentence  in  Senior  Editor  Kim  S.  Nash’s  cover  story  this  month  (“The 
Complexity  of  Reduction,”  Page  32),  and  that  image  seems  incredibly  apt. 
Across  every  industry  and  every  sector  of  the  economy,  we’re  all  feeling 
this  heavy,  flattening  impact  of  the  global  downturn. 

For  IT  organizations  at  companies  that  are  dramatically  scaling  back  in 
their  operations,  the  complexity  of  cutbacks  becomes  evident  in  the  sudden 
upsurge  of  work  that  must  get  done  swiftly  once  layoffs,  plant  closings  or 
sudden  mergers  are  announced. 

Our  cover  story  takes  an  unblinking  look  inside  several  companies  that 
are  managing  the  painful  practicalities  of  downsizing.  Not  just  the  physi¬ 
cal  labor  of  carting  around  disconnected  servers  or  ripping  out  network 
wiring— but  the  legal  implications  of  smartphones  and  thumb  drives  loaded 
with  proprietary  company  data. 

Sugarcoating  is  in  short  supply  in  this  honest  portrayal  of  how  IT  gets 
downsizing  done  right.  But  as  one  veteran  manufacturing  industry  CIO 
puts  it:  “You  have  to  stay  positive  and  focused.  This  is  where  you  figure  out 
whether  you  can  really  manage  or  not.  There’s  tons  to  learn  if  you  don’t  get 
sucked  into  the  black  hole.” 

Other  useful  (and  less  painful)  lessons  are  in  this  issue,  as  well. 

If  IT’s  role  in  managing  electricity  consumption  is  on  your  mind  these 
days,  you’ll  want  to  check  how  Xcel  Energy  is  ramping  up  its  $100  million 
SmartGridCity  pilot  project  (“Tech  to  Fine-Tune  the  Grid,”  Page  11). 

Our  lead  story  in  Run  (“NBC’s  New  Script,”  Page  17)  details  how  NBC 
Universal  is  leveraging  business  process  management  to  streamline  how 
it  sells  and  prices  advertising.  Then  in  Thrive,  we  launch  a  new  column 
(Center  Stage,  Page  26)  on  public  speaking  and  unveil  some  surprising 
survey  results  about  CIOs  who  get  fired  (“Don’t  Be  a  Sitting  Duck,”  Page 
24).  Wait’ll  you  see  how  CIO  dismissal  rates  compare  to  other  senior  execs 
like  the  CFO  (not  what  you  think). 

You  may  indeed  be  doing  more  with  less  these  days,  but  you’re  not  alone. 
Let  us  hear  from  you. 


Maryf  ran  Joh  nson,  Editor  in  Chief,  CIO  Magazine  &  Events 

mfjohnson@cio.com 


Lackluster  on 
Blockbuster 

Kim  S.  Nash's  March  1  cover  story,  "Block¬ 
buster's  Cliffhanger," yielded  an  online 
drubbing  of  the  company's  plans  to  revamp. 
"This  seems  like  an  overly  optimistic 
attempt  to  salvage  Blockbuster," 
by  combining  high-service  efforts  (like  talk¬ 
ing  to  customers)  with  a  volume-driven 
business  model  (renting  movies),"  says  one 
anonymous  commenter.  Another  suggests 
that  Blockbuster  will  go  the  way  of 
CM  and  Ford:  "Netflix  leads  the  field  with 
Internet  [and  on-demand]  rentals,  and  now 
Blockbuster  is  losing  their  brick-and-mortar 
stores  to  Redbox.  They  just  don't  get  cus¬ 
tomers  and  technology.” 
www.cio.com/article/480474 

More  Pros  and  Cons 
of  Social  Networks 

CIO.com  blogger  Meredith  Levinson  writes 
about  the  practice  of  using  social  network¬ 
ing  sites  like  Facebook  to  vet  potential 
employees.  Smart  use  of  Web  2.0?  Sure, 
but  is  it  fair  to  ask  people  to  censor  their 
personal  lives?  A  noble  defense  of  civil  lib¬ 
erties,  opines  one  commenter,  "...however 
'Cover  Your  Backside'  tactics  are  as  Ameri¬ 
can  as  apple  pie.  And  how  would  you  like 
to  be  the  manager  responsible  for  hiring 
someone  who  has  an  industrial  accident- 
whose  Web  presence  shows  him/her  get¬ 
ting  soused  on  the  job?" 
advice.cio.com/node/7372 

Web  2,0  blogger  C.G.  Lynch's  opinion 
lands  squarely  in  the  middle:  By  all  means 
think  before  you  Tweet,  but  if  the  rogue 
misstep  surfaces  in  your  workplace, 

employers  should  lighten  up  on 
punishment.  "Criticizing  [one's]  own 
organization  shouldn't  automatically  lead  to 
[dismissal]."  advice.cio.com/node/7435 

Speaking  of  social  networking.  Lynch  writes 
about  Facebook's  pending  redesign,  which 
he  predicts  the  average  users  will  despise. 
Fie  thinks  the  new  format  seems  ►  ►  ► 
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FROM  THE  CEO 


Obama's  IT  Signals 


Much  has  been  made  of  President  Obama’s  use  of  a  BlackBerry  and  how  it 
symbolizes  his  understanding  of  the  transformational  power  of  information 
technology.  Yet  beyond  his  addiction  to  mobile  e-mail,  this  president  has 
done  a  few  other  things  in  his  short  tenure  that  spotlight  his  understanding 
of  the  power  of  IT. 

The  first  was  his  pledge  to  name  a  Cabinet-level  chief  information  officer, 
which  he  did  last  month  with  the  appointment  of  the  District  of  Columbia’s 
former  CTO,  Vivek  Kundra  (who,  as  of  this  writing,  is  on  leave  while  an 
FBI  bribery  investigation  into  his  former  office  concludes).  We  know  that 
part  of  the  mission  for  the  first  U.S.  CIO  will  be  to  cut  spending  and  reduce 
complexity  while  boosting  innovation  (a  familiar  conundrum  for  CIOs 
everywhere). 

Earlier,  the  president  had  issued  his  memorandum  on  “Transparency 
and  Open  Government,”  which  calls  on  the  CTO  to  coordinate  with  the 
director  of  the  office  of  management  and  budget  and  the  administrator  of 
general  services  in  developing  an  Open  Government  Directive.  That  direc¬ 
tive  would  drive  executive  departments  and  agencies  to  take  specific  actions 
to  make  the  government  transparent,  participatory  and  collaborative. 

President  Obama  also  underscored  his  belief  in  technology  through 
the  $789  billion  stimulus  package.  He’s  allocated  close  to  $21  billion  for  the 
healthcare  industry,  with  a  focus  on  establishing  electronic  health  records 
(EHR).  There  is  $3  billion  earmarked  to  enable  healthcare  providers  to 
buy  IT  systems  and  another  $18  billion  toward  Medicare  and  Medicaid 
programs  that  encourage  technology  use  to  improve  patient  care. 

An  important  footnote  to  all  this  is  that  hospitals  and  eligible  profession¬ 
als  will  suffer  penalties  through  reduced  Medicare  reimbursement  pay¬ 
ments  if  they  do  not  become  meaningful  users  of  EHR  by  2015,  as  reported 
by  WTN  News. 

All  of  the  above  sends  a  clear  and  welcome  signal  that  our  new  com¬ 
mander  in  chief  will  truly  leverage  the  power  of  IT  during  his  tenure  in  the 
White  House.  The  swift  allocation  of  funding  is  certainly  a  laudable  first 
step.  But  as  everyone  in  business  knows,  the  most  critical  step  comes  next. 
It’s  all  about  execution.  Stay  tuned... 


Michael  Friedenberg,  President  and  CEO 

mfriedenberg@cio.com 


►  ►  ►  Chatter  Continued  from  Page  4 


more  geared  toward  the  desires  of 

social  media  insiders  rather  than 
Facebook's  general  user  base, 
www, cio.com/article/483264 

The  Feds  and  Your  IT 

CIO  Publisher  Emeritus  Cary  Beach 
posts  the  top  five  Hl-B  visa  recipi¬ 
ents  for  the  year  (they  account  for 
18  percent  of  all  visas  allocated  under 
the  program),  Beach  supposes  that 
Infosys,  Wipro,  Satyam  and  Tata  could 
be  considered  employers  in  the  United 
States  (Microsoft  is  the  fifth),  but  won¬ 
ders  why  there  are  so  many  foreign- 
headquartered  companies  atop  this  list. 
advice.cio.com/node/7395 


Consultant  Michael  Bullock  blogs  about 
what  the  federal  Energy  Star  pro¬ 
gram  has  in  the  works  to  help  tame 
energy-hogging  data  centers,  which  are 
expected  to  account  for  three  percent 
of  all  U,S.  electricity  consumption  by 
2011.  advice.cio.com/node/7408 

Can  IT  Rescue  Retail? 

Senior  Editor  Thomas  Wailgum  writes 
that  retail  has  always  spent  less  on 
IT  than  most  other  industries.  But 
as  some  big-name  retailers  decide 
to  check  out  for  good,  the  question 
arises:  Should  retailers  be  taking 
technologies  such  as  Bl  more  seri¬ 
ously?  Several  retail  analysts  say,  "Yes, 
IT  can  make  a  difference,"  with  many 
caveats-especially  regarding  cost, 
www.cio.com/article/478784 

Borrowing  a  page  from  online  retailers 
probably  wouldn't  hurt  brick-and- 
mortar  businesses  either.  If  you  want 
a  glimpse  of  the  future  supply 
chain,  (with  robots  and  tons  of  cool 
automation,  blogs  Wailgum),  look  no 
further  than  Zappos.com. 
advice.cio.com/node/7439 


Compiled  by  Christine  Celli.  Have  a  com¬ 
ment  about  a  story  in  this  issue  of  CIO? 
Co  to  www.cio.com/magazine 
/20090401  or  write  to  letters@cio.com. 
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HOW  FAR  WILL  YOU  TAKE  VIRTUAL? 


With  Microsoft  Virtualization,  you  can  dramatically  cut  costs  by  consolidating 
servers,  reducing  power  consumption,  and  accelerating  application  deployments. 
Microsoft's  server  virtualization  solution  is  approximately  one-third  the 

cost  of  a  comparable  solution  from  VMware.  Now  you  can  virtualize  without 
breaking  the  bank.  Explore  the  virtual  at  microsoft.com/virtualization 


Microsoft 


Virtualization 


Based  on  a  comparison  of  Windows  Server®  2008  Enterprise  with  Hyper  V'“  and  Microsoft®  System  Center  Server  Management  Suite  Enterprise  with  VMware  s  VMware  Infrastructure 
Enterprise  with  VMware  vCenter  Server  Includes  two  years'  support  costs  for  both.  Based  on  Microsoft  estimated  retail  prices  and  published  VMware  prices  available  at 
https  //www  vmware.com/vmwarestore  as  of  02/04/2009.  Actual  reseller  prices  may  vary 
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In  Japan,  They 
Hate  the  iPhone 

Paris  Hilton  may  be  a  hit  in 
Tokyo  but  the  ever-popular 
iPhone  has  failed  to  take 
hold.SeemsJapanese 
customers  don't  appreciate 
the  high-end  data  plans 
that  users  in  the  United 
States  accept.  And  from  a 
Japanese  perspective,  the 
iPhone's  features  (including 
a  low-quality  camera)  pale 
in  comparison  tojapanese- 
made  handsets.  Wired 


Cisco  Goes  Head  to  Head  Against  Partners 

In  a  much-anticipated  announcement,  Cisco  Systems  launched  its  Uni¬ 
fied  Computing  System,  comprising  virtualization  technology,  services 
and  blade  servers  aimed  at  helping  enterprises  develop  and  manage 
what  it  calls  "next-generation  data  centers." 

Cisco's  new  data-center  architecture  includes  compute,  network, 
storage  access  and  virtualization  resources  in  a  single,  rackable  sys¬ 
tem  designed  to  cut  IT  infrastructure  costs  and  complexity,  stretch 
existing  IT  investments  and  allow  enterprise  customers  to  build 
an  agile  data  center  that  they  can  easily  extend  for  future  growth, 
according  to  the  company. 

Taking  a  step  into  the  server  market,  where  it  will  compete 
with  long-standing  partners  like  Hewlett-Packard  and  IBM,  Cisco 
announced  the  UCS  B-Series  blades,  based  on  upcoming  Intel 
Nehalem  processors.  Cisco  said  the  blades  incorporate  extended 
memory  technology  for  applications  with  large  data  sets.  However, 
Cisco  also  is  teaming  up  with  software  partners  such  as  Microsoft, 
VMware  and  BMC  to  provide  technology  for  its  new  system. 

IDG  News  Service 

Overseas  Hackers  Pose  New  Security  Issues 

Traditional  security  systems  may  be  ineffective  and  may  become 
obsolete  in  warding  off  Web  attacks  launched  by  foreign  countries, 
according  to  Val  Smith,  founder  of  Attack  Research.  New  attack 
trends  include  blog  spam  and  database  attacks  from  Russia  and 
China,  Smith  said  during  his  talk  at  the  Source  Boston  Security  Show¬ 
case  in  March. 

"Client-side  attacks  are  where  the  paradigm  is  going,"  Smith  said. 
"Monolithic  security  systems  no  longer  work." 

Hackers  use  Web  browsers  as  exploitation  tools  to  spread  malware 
and  collect  sensitive  information.  Smith  used  examples  from  clients  of 
his  company,  which  analyze  and  research  computer  attacks,  to  dem¬ 
onstrate  the  threat  posed  by  blog  spam  and  database  attacks. 

Attackers  targeted  high-traffic  sites  with  blog  spam  and  posted 
comments  on  blogs,  he  said.  The  comments  looked  odd  and  tended  to 
have  non-English  phrases  placed  in  large  blocks  of  text  with  random 
words  hyperlinked,  he  said.  Clicking  on  such  links  took  users  to  sites 
that  seemed  like  blogs  but  were  pages  loaded  with  malware,  Smith 
said.  IDG  Newsservice 
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The  Mobile  Apps 
Headache 

With  the  increase  of  online 
"app  stores"  for  mobile- 
phone  software  programs 
comes  a  major  headache 
for  developers  trying  to  pick 
which  platforms  to  target. 
Why?  Every  handset  brand 
uses  a  different  operating 
system,  and  there’s  no  sign 
that  the  industry  plans  to 
move  toward  a  single,  domi¬ 
nant  OS  as  exists  in  the  PC 
world  with  Windows. 
BusinessWeek 


Don't  Want  IE8?  No  Problem! 

Microsoft  confirmed  that  users  will  be  able  to  remove  Internet 
Explorer  8,  along  with  other  integrated  applications,  from  Windows  7. 

The  ability  to  remove  IE8  was  revealed  by  a  pair  of  bloggers  after 
they  poked  around  Windows  7  Build  7048,  a  post-beta  version  that 
had  leaked  to  file-sharing  sites  on  the  Web,  ComputerWorld 

Yahoo  CEO:  Google  Maps  Is  Better 

Yahoo's  straight-talking  CEO,  Carol  Bartz,  said  last  month  that  she 
prefers  Google  Maps  to  Yahoo  Maps,  and  that  she  told  Steve  Ballmer 
that  any  future  negotiations  between  Yahoo  and  Microsoft  must 
remain  strictly  confidential. 

Former  CFO  Blake  Jorgensen,  who  resigned  from  his  job  but  is  still 
on  Yahoo's  board,  said  the  online  mapping  service  is  very  expensive  to 
maintain,  and  that  he  doesn't  foresee  Yahoo  investing  much  more  in  it 
anytime  soon,  IDG  News  Service 
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strategic  analysis  more  accurate.  Open  your  eyes  to  closer,  more  profitable  global  relationships  at  pbconnect.com/data. 


©  2009  Pitney  Bowes  Inc 
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i5  SOFTWARE  HELPS  COMPANIES  ACROSS  EVERY  INDUSTRY  DISCOVER  INNOVATIVE  WAYS  TO  INCREASE  PROFITS,  MANAGE  RISK  AND  OPTIMIZE  PERFORMANCE 


They  can’t  fuel  growth  without  damaging  the  environment. 

But  you  can.  With  proven  sustainability  management  software  from  SAS. 


www.sas.com/elephants 


§sas 


THE 
POWER 
TO  KNOW 


SAS  for  Sustainability  Management 

Visit  www.sas.com/elephants  fora  free  white  paper 


Performance  management 
Data  integration 
Scenario  modeling 
Value  chain  analysis 


Cap  and  trade  risk  analytics 
Emissions  accounting 
and  forecasting 


Elephants  knock  down  thousands  of  trees  a  year  while  feeding. 


ILLUSTRATION  BY  LOLA  AND  BEK 


Tech  to  Fine-Tune  the  Grid 


IT  underpins  Xcel  Energy's  vision  for  electricity  with  efficiency 

BY  KRISTIN  BURNHAM 


Revamping  the  electricity  grid-a  focus  of  the  $787  billion  stimulus  package  that  President 
Obama  signed  in  February— is  a  strategic  challenge  for  utility  companies  like  Xcel  Energy.  Meeting 
that  challenge,  says  Xcel  CIO  Mike  Carlson,  will  depend  on  information  technology. 

Xcel  is  in  the  middle  of  a  $100  million  pilot,  SmartGridCity,  that  aims  to  give  customers  IT-based 
tools  for  managing  their  electricity  consumption.  During  the  past  year,  Xcel  has  begun  equipping  up 
to  45,000  homes  and  small  businesses  in  Boulder,  Colo.,  (as  well  as  the  distribution  grid)  with  sen¬ 
sors  that  will  monitor  the  energy  usage  of  its  customers.  The  sensors  transmit  this  information  to  an 
online  dashboard  that  customers  can  view,  then  use  to  make  decisions  about  how  much  power  they 
want  to  consume  and  when.  As  consumers  cut  their  power  use  (and  bills),  less  power  will  be  ►  ► 


MIN 


□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□ 


. 100/o  Companies  actively  modeling  their  supply  chain's  carbon  footprint  * 4  ••••  #220/o  Earnings  for  U.S. 
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Innovation  Nations 


wasted,  reducing  Xcel’s  costs  and  ultimately 
its  carbon  footprint.  The  project  is  among  a 
handful  of  IT-based  electricity  management 
projects  in  the  United  States,  says  Doug  Wash¬ 
burn,  a  Forrester  Research  analyst. 

It’s  a  big  change  for  Xcel,  which  like  most 
utilities  interacts  with  customers  only  when 
there’s  a  power  outage  or  a  billing  problem. 

That’s  where  IT  comes  in.  “I  believe  that  there 
are  very  few  places  within  the  company  that 
know  and  understand  business,  process,  tech¬ 
nology  and  data  as  well  as  [our]  IT  shop  does,” 
says  Carlson.  Washburn  agrees.  The  new  dash¬ 
board  “is  what  makes  SmartGridCity  ‘smart,’” 

Washburn  says,  but  the  company  will  also  have 
to  spend  more  on  hardware  and  business  intel¬ 
ligence  tools  “to  make  sense  of  this  new  information.” 

Carlson  and  his  team  developed  and  deployed  the  Smart¬ 
GridCity  project,  to  validate  business  assumptions,  identify 
obstacles  and  define  future  costs  and  service  limitations.  “We 
basically  led  the  whiteboarding  of  the  business  [plan]  and 
technology  applications,”  Carlson  says.  These  conversations 
culminated  in  a  November  2007  presentation  to  Xcel  Ener¬ 
gy’s  board  of  directors  recommending  the  pilot. 

Xcel  then  teamed  with  Accenture  to  evaluate  the  utility’s 
IT  infrastructure  and  determine  how  to  support  the  initia¬ 
tive.  The  company  has  been  able  to  manage  the  pilot  largely 
with  its  existing  systems  and 
network,  says  Mike  Donohue, 
senior  executive  with  Accen¬ 
ture’s  North  American  utilities 
industry  group. 

In  December,  Xcel  will  com¬ 
plete  data  collection  from  the 
pilot.  Carlson  and  his  team  will 
evaluate  the  costs  and  benefits 
and  determine  the  strategy  for  a 

larger  deployment.  Among  the  decisions  he  anticipates:  How 
frequent  feedback  on  energy  usage  needs  to  be  to  constitute 
“real  time”  data.  A  future  upgrade  to  Xcel’s  billing  system  will 
also  take  SmartGrid  plans  into  account. 

The  next  steps  will  be  contingent  on  their  findings,  Carl¬ 
son  adds— and  how  much,  if  anything,  they  receive  from  the 
stimulus  package. 

Reach  Copy  Editor  Kristin  Burnham  at  kburnham@cio.com. 


Where  countries  rank  on  key  measures  of  global 
competitiveness 


Corporate 

IT  Spending 

Productivity 

Corporate 

R&D 

Competitive 

Rank 

China 

1 

37 

16 

33 

United  States 

2 

5 

6 

6 

Japan 

3 

21 

1 

9 

Czech 

Republic 

4 

27 

20 

21 

South  Korea 

l _ 1 

5 

30 

3 

5 

SOURCE:  Information  Technology  and  Innovation  Foundation  study  of  40  countries 
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Customers  can 
use  an  online 
dashboard  to 
decide  how 
much  power 
they  want  to 
consume. 
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Vendors  See 
iPhone  for 
Business 

The  iPhone  may  be  considered  a  consumer 
device,  but  several  vendors  at  the  Cebit  trade 
show  in  March  demonstrated  applications  and 
services  to  put  the  device  more  firmly  in  the  busi¬ 
ness  arena. 

One  vendor,  Cortado,  is  expanding  its  soft¬ 
ware  that  allows  mobile  devices  to  connect  to 
corporate  networks  and  databases  as  well  as 
access  printers  and  fax  machines.  Within  six 
months,  Cortado  says  those  features  will  be 
available  for  the  iPhone. 

The  company  said  its  development  efforts 
have  been  driven  by  the  rise  in  corporate  use  of 
the  iPhone,  which  the  company  says  has  become 
its  second  most  important  platform  behind 
BlackBerry  devices.  The  iPhones  are  sometimes 
replacing  laptop  computers  in  the  field,  accord¬ 
ing  to  Cortado. 

Meanwhile,  German  company  C4B  is  launch¬ 
ing  a  version  of  its  unified  communications 
software,  XPhone  CTI  Mobility,  for  the  iPhone. 
The  software  will  let  users  see  call  information 
and  other  data  through  a  Web  browser,  as  well  as 
set  up  call  forwarding  and  see  the  availability  of 
coworkers.  -Jeremy  Kirk 
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. .  *8%  Organizations  centralizing  to  control  risk  and  efficiency  The  Economist  intelligence  unit . ♦  70/o  Small  business 

owners  affected  by  fuel  costs  The  Small  Business  Research  Board . 2,227  Mass  layoff  actions  in  January  Bureau  of  Labor  Statistics 
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Twenty  years  ago,  over  breakfast,  Ross  Perot,  Sr.  founded  a 
company  with  a  promise:  to  build  each  relationship  based  on  trust. 


For  the  past  20  years,  we've 
built  our  business  to  serve  over 
1,000  clients  in  25  countries. 
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Ross  Perot,  Jr. 
Chairman 


And  we  built  it  all  on  trust 


For  two  decades,  Perot  Systems  has  been  providing  business 
solutions  and  information  technology  services  that  help 
companies  achieve  results,  improve  operations  and  maximize 
return  on  investment. 


In  today's  business  climate,  trust  and  confidence  are  more  crucial 
than  ever.  Perot  Systems  will  provide  the  trustworthy  solutions  and 
experience  you  need  to  win. 

Let  us  learn  how  we  can  help  you  meet  your  toughest  challenges. 


perotsystems 

Break  Through 


perotsystems.com 
1-888-31  PEROT 


Applications  |  Business  Process  |  Consulting  |  Infrastructure 


©  2009  Perot  Systems  All  Rights  Reserved  PEROT  SYSTEMS  and  the  PEROT  SYSTEMS  logo  are  registered  or  unregistered  trademarks  of  Perot  Systems  in  the  USA  and  other  countries. 
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High-Speed  Wi-Fi 

BY  JOHN  BRANDON 


WHAT  IT  IS  ::  There's  a  new  Wi-Fi  option  waiting  in  the 
wings.  Enterprise  vendors  such  as  Motorola  and  Cisco 
have  recently  started  promoting  gear  that  supports  the 
802.11n  specification,  which  runs  at  about  100  mega¬ 
bits  per  second  (Mbps).  Meanwhile,  the  next  genera¬ 
tion  standard-802.11n  450,  based  on  chip  sets  made  by 
Marvell,  could  easily  top  200Mbps  of  throughput  under 
ideal  conditions. 

WHY  THE  HYPE  ::  Faster  wireless  networks  open  the  door 
for  high-definition  video  conferencing,  video  streaming  and 
a  nirvana  state  for  a  large  corporation:  No  more  wired  con¬ 
nections.  Consumer  router  companies  such  as  D-Link  and 
Trendnet  are  set  to  release  450Mbps  models  this  year. 

THE  REAL  DEAL  ::  Visitors  to  a  corporate  campus  have 
three  concerns:  on-time  meetings,  freshly-brewed  coffee 
and  ubiquitous  Wi-Fi  access.  For  those  in  charge  of  IT  ser¬ 
vices,  there’s  usually  no  debate  over  timely  schedules  and 
good  coffee,  but  Wi-Fi  is  a  bit  of  an  open  question.  Some 
would  argue  that  wireless  networking  at  a  large  company 
opens  the  enterprise  to  network  breaches  and  hacks.  Or 
that  it  isn’t  necessary:  Travelling  employees  can  always  use 
a  mobile  broadband  card  to  access  the  corporate  network. 
But  employees  onsite  like  the  convenience  of  Wi-Fi,  too. 
IT  often  gives  in. 

What  isn’t  always  clear  is  which  Wi-Fi  standard  to  use. 
Early  adopters  installed  the  first  version,  802.11a  (which 
runs  at  25Mbps).  Most  companies  now  run  802.11g  (at 
around  40Mpbs)  and  a  few  brave  souls  have  standardized 
on  802.11n,  even  though  the  IEEE  (a  working  group  that 
approves  wireless  standards)  hasn’t  certified  it  yet.  Most 
smartphones  and  legacy  gear  use  802. llg;  increasingly. 


newer  laptops  and 
video  gear— such 
as  the  Apple  TV— 
support  802.11n. 

For  Daryl  Crow¬ 
ley,  the  IT  director 
at  Ludington  Hos¬ 
pital  in  Ludington, 

Mich.,  faster  Wi-Fi 
is  a  major  goal.  But  not  at  the  expense  of  security.  The  hos¬ 
pital  decided  to  upgrade  its  wireless  network  to  support 
telepresence  and  electronic  records  management,  and  to 
use  most  powerful  wireless  security  protocols.  Crowley 
chose  Motorola  Enterprise  WLAN  products  supporting 
802.11n  because  they  are  very  customer-focused. 

“We  didn’t  have  a  target  to  achieve  a  certain  speed,  but 
we  did  want  to  get  all  the  speed  we  could  and  have  the 
equipment  be  viable  for  some  time,”  says  Crowley. 

SHOULD  YOU  invest?  ::  Wi-Fi  at  450Mbps  speed  prob¬ 
ably  isn't  necessary  for  most  enterprises  right  now.  Devin 
Akin,  cofounder  and  CTO  of  Certified  Wireless  Network 
Professional,  an  industry  certification  program,  says 
most  organizations  using  lower-speed  Wi-Fi  aren't  using 
all  of  their  bandwidth. 

Dan  Tice,  the  CIO  at  Avocent,  a  company  that  makes 
console  and  remote-switching  systems,  has  also  taken 
a  wait-and-see  attitude  toward  upgrading.  "I'd  need  a 
strong  motive,"  he  says,  "for  example,  [a  new  installa¬ 
tion]  where  I  did  not  have  wired  infrastructure  or  where 
I  could  avoid  wired  infrastructure." 


John  Brandon  is  a  freelance  writer  based  in  Minnesota. 


Wait  and  see. 

Most  companies 
with  wireless 
networks  aren't 
using  all  the 
bandwidth  they 
have  and  don't  need 
to  upgrade  yet. 


. *1.2  0/0  Unemployment  since  January  2008  bls  •  •  ....11% 

American  adults  online  sharing  status  updates 
via  social  networks  Pew/internet  •  •  •  •  •  *280/o  Savings  as  a  share  of  disposable  income  in  January  Bureau  of  Economic  Analysis 
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Your  data  warehouse  has  never 
housed  anything  like  this. 


With  Microsoft® SQL  Server®2008  Enterprise  you  can  take  data  warehousing 
to  the  next  level,  and  deliver  a  new  form  of  energy  to  your  company. 

SQL  Server  2008  Enterprise  provides  built-in  OLAP  analysis,  data  mining, 
and  data  compression  functionality.  Oracle  charges  extra  for  this  functionality* 
A  lot  extra.  Discover  more  energy  at  SQLServerEnergy.com 

Microsoft 

^  SQL  Server  2008 


'Pricing  is  based  on  Microsoft  estimated  retail  price  and  published  Oracle  prices  available  at  http://www.oracle.com/corporate/pricing/technology-price-list.pdf  as  of  12/01/2008.  Actual  reseller  prices  may  vary. 


$225  INSTANT  SAVINGS' 


Apple®  MacBook®  Bundle 

•  Intel®  Core  “2  Duo  Processor  (2GHz) 

•  Memory:  2GB 

•  160GB  hard  drive 

•  DVD±RW  SuperDrive™ 

•  Built-in  AirPort  Extreme®  and  Bluetooth® 

•  13.3"  widescreen  display 

•  Mac  OS®  X  vlO.5  Leopard™ 

•  Bundle  includes  Kingston  16GB 
DataTraveler®  USB  Drive  ($29  value) 

ft  s1298 

CDW 1672181 


Apple  MacBook  Air™ 

•  Intel®  Core™2  Duo  Processor  (1.60GHz) 

•  Memory:  2GB 

•  120GB  hard  drive 

•  Built-in  AirPort  Extreme  and  Bluetooth 

•  13.3"  glossy  widescreen  LED-backlit  display 

•  Mac  OS  X  v10.5  Leopard 


ft  sr  $1798 

CDW  1601047 


Apple  MacBook  Pro  Bundle 

•  Intel®  Core™2  Duo  Processor  (2.40GHz) 

•  Memory:  2GB 

•  250GB  hard  drive 

•  DVD±RW  SuperDrive 

•  Built-in  AirPort  Extreme  and  Bluetooth 

•  15.4"  ultra-thin  LED-backlit  display 

•  Mac  OS  X  v10.5  Leopard 

•  Bundle  includes  Microsoft®  Windows®  XP 
Professional  and  Parallels  for  Mac® 

ft  “  $2148 

CDW  1608257 


We're  there  with  the  technology  solutions  you  need. 

Sure,  outdated  technology  can  serve  your  needs.  But  unfortunately,  not  your  work  needs.  When  you 
upgrade  to  new  technology  from  CDW,  you'll  be  more  productive  than  ever.  If  you  need  to  go  mobile,  you 
can  with  countless  wireless  options.  Need  to  upgrade  to  a  new  operating  system?  No  problem.  Of  course, 
we  also  offer  a  personal  account  manager  who  knows  the  needs  of  your  business,  as  well  as  a  host  of 
configuration  services.  Bottom  line  -  we'll  make  sure  you  get  what  you  need,  when  you  need  it.  So  call 
CDW  today  and  work  smarter,  not  harder. 

CDW.com  800.399.4CDW 

'Bundle  includes  Microsoft  Windows  XP  Professional  plus  free  Parallels  for  Mac  (total  of  $225  instant  savings);  offer  valid  while  supplies  last.  Offer  subject  to  CDW's 
standard  terms  and  conditions  of  sale,  available  at  CDW.com.  ©2009  CDW  Corporation 


The  Right  Technology.  Right  Away. 
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leadership  and 
operational  excellence 


NBC's  New  Script 

Business  process  management  grabs  the  spotlight 
at  media  giant  by  jarina  d  auria 

Working  with  technology  to  understand  your  internal  processes  can  not  only  cut  costs  but 
also  help  you  better  manage  your  business  goals.  NBC  Universal  (NBCU)  tackled  its  business 
process  management  (BPM)  challenges  by  creating  a  team  to  work  hand  in  hand  with  IT  and 
operations  to  help  improve  its  customer-facing  processes. 

“It  was  about  understanding  what  processes  were  best  for  the  business  and  ultimately  for  the 
end  customer,”  says  Michael  Fabiano,  VP  of  strategic  initiatives  and  analysis,  which  does  process 
improvement  and  strategic  planning  for  NBCU.  The  company  has  had  the  group  since  2005. 

BPM  is  heating  up  as  economic  conditions  force  more  scrutiny  of  the  efficiencies  of  each  busi¬ 
ness  process,  says  Forrester  analyst  Clay  Richardson.  The  economy  is  also  speeding  the  trend  of 
consolidating  BPM  under  one  department,  like  NBCU’s  strategic  initiatives  group,  he  says. 
Fabiano’s  team  has  finished  about  30  operational  transformations  and  process  improve-  ►  ► 


CLOSED  SET 

DO  NOT 
ENTER 


Michael  Fabiano,  VP  of  strategic 
initiatives  and  analysis,  works  with 
IT  and  operations  to  streamline  how 
NBCU  sells  ads  for  its  TV  broadcast, 
cable  and  digital  media  properties. 
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ments,  including  one  with  Universal  Studios  Home  Enter¬ 
tainment’s  master  data  and  one  around  NBC.com’s  delivery 
processes.  But  their  biggest  project  in  2008  is  restructuring 
NBCU’s  ad  sales  systems,  which  involves  how  it  markets, 
sells  and  prices  inventory  across  its  broadcast  network, 
cable  properties  and  digital  platforms. 

“We  have  ten  different  processes  that  allow  our  sales 
team  to  sell  ad  space,”  he  says,  such  as  deciding  on  which 
show  or  channel  an  ad  should  run.  A  series  of  cable-channel 
acquisitions  has  added  to  the  complexity  and  redundancy  of 
the  media  company’s  ad  sales  processes  and  systems. 

For  Fabiano’s  group,  the  mission  is  to  consolidate  all  this 
into  a  single,  companywide  process  and  system.  This  is 
where  the  linkage  between  the  process  team,  the  operations 
team  and  IT  begins.  “We  have  to  look  at  all  the  processes  and 
figure  out  how  to  change  them  before  IT  can  actually  build 
the  new  [ad  sales]  system,”  he  says. 

As  part  of  that,  Fabiano  works  with  Katie  Curtis,  SVP  of 
TV  IT.  Last  year,  Fabiano  and  his  team,  Curtis,  and  the  ad 
sales  operations  and  systems  teams  analyzed  the  ad  sales 
processes  to  find  cycle  time  reduction  efficiencies. 

Implementing  a  new,  consolidated  sales  system  also 
requires  buy-in  from  the  CFO,  CIO  and  senior  business-unit 
leaders.  So  Fabiano’s  team  spent  three  months  analyzing  ad 


sales  processes  to  provide  Curtis  with  data  to  prove  the  busi¬ 
ness  case,  including  foundation  value  stream  maps  and  busi¬ 
ness  requirements.  “We  decide  where  to  put  our  best  efforts 
and  where  we  would  get  the  best  value,”  he  says. 

Streamlining  the  sales  system  is  a  three-year  project  with 
segmented  phases  that  will  achieve  ROI  every  six  months. 
Ultimately,  the  unified  system  will  let  an  advertiser  easily 
buy  spots  across  NBCU’s  TV  Broadcast,  cable  and  digital 
media  properties,  eliminating  multiple  proposals,  invoices 
and  approvals.  It  will  also  improve  inventory  visibility  for 
the  sales  team  and  help  them  offer  more  value  to  advertis¬ 
ers.  “It’s  more  than  just  decreasing  cycle  time  and  paper 
pushing,”  says  Curtis.  “We  need  to  be  better  at  packaging 
ad  sales  across  our  channel  lineup.” 

Fabiano’s  secret  to  BPM  success  is  to  find  projects  that 
can  cut  costs,  drive  revenue,  reduce  cycle  time  or  improve 
customer  service  in  a  three-to-six-month  time  frame.  To 
win  buy-in,  he  advises  working  with  top  executives  and 
then  building  a  strong  business  case  for  change.  “We  are 
actually  the  most  successful  when  we  are  in  total  alignment 
with  the  business,”  he  says. 


Associate  Staff  Writerjarina  D'Auria  can  be  reached  at 
jdauria@cio.com. 
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BUDGET  CUTTING 


Look  for  what 
lies  beneath. 
Buried  under 
overhead  costs 
are "noncore 
expenses"-items 
not  essential  to 
the  company's 
products  and 
services.  (Think 
telecom  costs 
or  travel.)  These 
costs  are  a  good 
place  to  start  cut¬ 
ting,  says  Philip 
Moorcroft,  CEO  of 
Moorcroft  Group 
Professional  Ser¬ 
vices.  Cuts  here 
could  trim  your 
overall  budget  by 
up  to  10  percent. 


Noncore  expense 
data  stretches 
across  different 
budgets,  so  it 
takes  effort  to  dig 
it  up.  IT  can  score 
points  by  col¬ 
lecting  the  data, 
ensuring  its  accu¬ 
racy  and  making 
it  available  to  the 
business.  How¬ 
ever,  it's  impor¬ 
tant  to  track  the 
data  over  time  to 
uncover  trends. 
Calculating  extra 
expenses  once 
isn't  enough, 
says  Moorcroft. 


Breakdown 
exactly  how 
you  spend  your 
budget.  Start  by 
identifying  your 
expenses.  A  CIO 
might  know  she 
has  employees 
with  BlackBerrys, 
but  how  much 
is  each  person 
spending  on  their 
phone  bills?  With 
more  specifics, 
you  can  set  more 
accurate  goals 
for  saving. 


When  it's  time  to 
upgrade  comput¬ 
ers  and  other 
devices,  take  a 
closer  look  and 
make  sure  you 
absolutely  need  to 
do  this,  says  David 
Ackerman,  IT  prac¬ 
tice  leader  for  The 
Hackett  Group. 
Even  though  you 
may  usually  turn 
overequipment 
every  three  years, 
waiting  to  do  that 
could  be  a  source 
for  savings. 


Already  cut  per¬ 
sonnel,  travel  and 
other  discretion¬ 
ary  expenses?  Try 
negotiating  an 
extra  two  or  three 
years  out  of  your 
current  outsourc¬ 
ing  contracts,  says 
Ackerman.  And 
try  pushing  for  a 
reduced  rate.  It's 
a  more  difficult 
approach  but  one 
that  could  end  up 
benefiting  both 
parties,  he  says. 
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VIRTUALIZATION  FOR  WINDOWS  SERVER  2008  AND 
SUSE  LINUX  ENTERPRISE  SIMPLIFIES  THE  DATA  CENTER. 


AND  THE  CALL  CENTER. 


RUN  WITH  IT. 


It’s  the  virtualization  solution  that  comes  with  joint  support  from  Microsoft®  and  Novell®  that  figures  out  the  hard  stuff 
for  you.  With  it,  you  can  bring  Windows  Server®  2008  and  SUSE®  Linux  Enterprise  Server  together  securely  and 
reliably,  with  clearly  defined  intellectual  property  rights.  So  you  can  build  your  data  center  the  way  you  want  to 
and  go  virtual  —  without  headaches  or  hassles. 


Need  the  best  Linux?  Get  your  SUSE  Linux  Enterprise 
migration  kit  now  at  moreinterop.com 


Novell,  Microsoft 


Copyright  ©  2009  Novell,  Inc.  and  Microsoft  Corporation.  All  Rights  Reserved.  Novell,  the  Novell  logo  and  SUSE  are  registered  trademarks  of  Novell,  Inc.  in  the  United  States 
and  other  countries.  “Linux  is  a  registered  trademark  of  Linus  Torvalds.  Microsoft  and  Windows  Server  are  trademarks  of  the  Microsoft  group  of  companies. 


.Net  Developer 

job  description:  Enterprise-focused  .Net  developers  write  and 
maintain  desktop  and  Web-based  business  applications,  as  well  as 
extend  and  customize  Microsoft  platforms  for  customer  rela¬ 
tionship  management  enterprise  resource  planning  and  other 
areas.  A  well-rounded  developer  is  also  versed  in  testing  and 
quality  control.  "When  I  hear '.Net  developer/ 1  hear  more  than, 
They  just  write  code,'"  says  Julie  Yack,  cofounder  of  Colorado 
Technology  Consultants,  a  .Net  custom  development  company. 


why  you 
need  one: 

The  .Net  technology  is 
ubiquitous,  particularly 
regarding  application  user 
interfaces,  says  Dan  Cobb, 
senior  vice  president  of 
the  West  for  Yoh,  an  IT 
staffing  and  outsourc¬ 
ing  firm.  "In  every  market 
we're  in,  .Net  is  one  of  the 
skills  at  the  forefront  of 
what  people  need.  It's  the 
front-end  of  most  of  your 
traditional  applications," 
The  nature  of  enterprise 
applications  has  also 
changed, notes  Bruce 


i 

Culbert,  CEO  of  iSymme- 
try,  an  IT  consulting  and 
recruiting  company.  "You 
used  to  buy  an  application 
and  back  your  business 
into  it.  Not  anymore,"  he 
says.  Programming  frame¬ 
works  like  .Net  allow  com¬ 
panies  to  refresh  legacy 
applications' interfaces, 
connect  them  to  the 
Internet  and  make  other 
customizations,  he  says. 

desired  skills: 

Candidates  should  be 
comfortable  with  many 
areas  of  application 
development  besides 
coding,  such  as  unit  test¬ 
ing.  Experience  in  the  "full 
lifecycle"  of  an  application 
project  is  key,  from  initial 
planning  and  scoping  to 
development,  testing  and 
integration.  .Net  develop¬ 
ers  with  an  eye  for  user 
interface  design  have  a 
distinct  edge.  Knowledge 


of  Microsoft's  Silverlight 
technology  for  rich  media 
and  applications  is  desir¬ 
able.  Certifications  are  nice, 
but  real-world  experience 
counts  for  more. 

how  to  find  one: 

Building  your  own  active 
candidate  database 
is  probably  the  most 
important  thing  you  can 
do,"  says  Culbert.  You  can 
also  find  .Net  developers 
through  job  boards  and 
user  forums. 

what  to  look  for: 

The  best  candidates  are 
those  who  can  admit  they 
don't  know  the  answer 
to  a  question,  according 
to  Culbert.  "[Employers] 
want  to  see  if  you  can 
collaborate  in  a  work  envi¬ 
ronment,  that  you're  not 
going  to  bury  a  problem 
because  you're  afraid  of 
it,"  he  says.  "Some  people 


BY  CHRIS 
KANARACUS 


will  get  a  task  and  keep 
coding  until  they  get  it 
right,"  a  habit  that  is  likely 
at  the  root  of  many  a  proj¬ 
ect  overrun,  Companies 
also  want  developers  who 
are  comfortable  working 
with  the  business  side. 


elimination 

round: 

If  a  candidate  passes  the 
initial  interview,  have 
members  of  the  project 
team  they'd  be  working 
with  grill  them  at  length. 
This  will  help  ensure  a 
proper  fit, 


OOOOOCOOOOOOO 

growing  your 
own: 

It  is  possible  for  a 
company  to  train  its 
own  .Net  developers  if 
individuals  have  a  basic 
level  of  knowledge,  says 
Yack.  "If  you  want  in 
the  door  and  you  know 
what  object-oriented 
programming  is,  you're 
moldable,  you're  good," 
she  says.  But  compa¬ 
nies  must  also  have 
the  proper  resources. 
"When  you're  trying  to 
grow  your  own,  you 
need  mentors  there  to 
walk  them  through  the 
challenges,  to  get  them 
from  book  programming 
to  the  real  world,"  says 
Cobb. 
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CIO  VIRTUAL  FORUM 


Navigating  Through 
Dynamic  Times 

May  19,  2009,  9:30  a.m.  to  6:30  p.m.  EDT 


www.cio.com/vi  rtua  I  -conferences/cisco 


Managing  business  today  is  challenging.  But  CIOs 
around  the  world  are  finding  innovative  ways  to  do 
more  with  less — and  still  plan  for  the  future. 


l  o  hear 

how  CIOs  are  adapting  their  business  strategies  to 
navigate  the  new  business  landscape,  register  today. 


Topics  Include: 


Welcome  Video  Message  by  John  Chambers, 
Chairman  and  CEO,  Cisco 


INNOVATION  AS  A  GROWTH  STRATEGY 


SPEAKERS:  Rebecca  Jacoby,  SVP,  CIO  Cisco; 


I*]  ATikLniiaatikl>M 

SPEAKERS:  Frank  Calderoni,  EVP,  CFO,  Cisco; 
Maryfran  Johnson,  CIO  Editor  in  Chief; 

Randy  Lhowe,  CIO,  Commercial  Vehicle  Group 


•  1 1 1  •  1 1 1  • 
CISCO 


Custom  Solutions  Group 


Like  Printing  Money 

How  Boeing  cut  its  imaging  costs  with 
managed  services  by  jarina  dauria 


itting  "Ctrl+P"  can  cost  your  business  more  than 
you  think.  It  certainly  did  at  aerospace  giant  Boe¬ 
ing.  Imaging  services— which  includes  production 
printing,  office  printing,  faxing,  scanning  and  related 
supplies— used  to  cost  the  company  nearly  $150  mil¬ 
lion  annually.  The  problem,  says  Earl  Beauvais,  Boe¬ 
ing’s  director  of  print,  plot  and  scan  services,  was  that 
imaging  wasn’t  centrally  controlled,  and  the  company 
used  several  vendors.  Boeing  also  owned,  operated 
and  maintained  about  32,000  imaging  devices.  The 
lack  of  an  enterprisewide  solution  meant,  among  other  things,  that  each  department 
was  responsible  for  purchasing  its  own  toner,  paper  and  other  supplies. 

To  increase  efficiency  and  reduce  cost,  Beauvais  and  his  team  sought  a  managed 
services  solution  to  handle  everything  from  print  cartridges  to  printer-upkeep 


how  it 

adds  up 

Boeing 

Chicago,  III. 

Boeing  is  the  world's  leading 
aerospace  company  and  the  largest 
manufacturer  of  commercial  jets  and 
military  aircrafts  with  $61  billion  in 
revenue,  160,000  U.S.  employees  and 
customers  in  90  countries, 

How  Boeing  Saved:  By  standardiz¬ 
ing  printing  devices  and  services,  the 
company  shaved  27  percent  off  total 
imaging  costs. 


across  Boeing’s  195  domestic  sites  and  168  international  sites. 

Imaging  can  be  a  good  place  to  cut  costs,  says  Forrester  Analyst  Craig  Le  Clair,  as 
it’s  been  “historically  unmanaged.”  For  example,  company  departments  often  order 
imaging  devices  and  do  the  maintenance,  which  puts  the  costs  on  a  decentralized 
budget.  “Now,  the  trend  is  to  centralize  everything  and  manage  it  on  one  budget,”  he 
says.  Companies  are  realizing  they  don’t  have  the  tools  to  efficiently  manage  their 
printing  environment  and  are  turning  to  vendors  who  “really  know  what  they  are 
doing,”  says  Le  Clair.  Managed  services  providers,  he  says,  have  built  sophisticated 
software  to  take  the  load  off  the  company. 

Beauvais  spent  18  months  researching  and  interviewing  vendors,  who  had  to  show 
how  they  would  manage  the  company’s  imaging  technology  needs  while  providing  the 
greatest  efficiency  at  the  best  price.  He  and  his  team  chose  a  partnership  comprised  of 
Dell  (for  maintenance  and  asset  management)  and  Lexmark  (for  devices).  They  picked 
them  in  part  because  Dell  had  infrastructure  in  place  at  Boeing. 

To  prove  the  concept,  a  six-month  pilot  implementation  launched  at  Boeing’s  St. 
Louis  office  in  May  2007.  The  St.  Louis  system  includes  47  new  Lexmark  device 
categories,  including  printers,  copy  machines  and  scannners.  “We  replaced  the 
devices  because  we  didn’t  want  variability  of  age,”  says  Beauvais. 

The  beauty  of  managed  services  is  that  Dell  owns  the  devices  and  handles  main¬ 
tenance,  a  key  goal  for  Beauvais.  Boeing  saw  ROI  immediately  because  Dell’s  service 
contract  cost  less  than  its  existing  agreements.  In  the  end,  Boeing  saved  about  30 
percent  of  its  imaging  maintenance  and  supplies  costs,  and  27  percent  of  its  overall 
imaging  costs  annually  at  locations  with  the  new  system.  The  initiative  began  rolling 
out  company  wide  at  the  end  of  2007. 

For  Boeing,  the  benefits  couldn’t  be  clearer.  Beauvais’s  staff  can  now  focus  more 
on  other  business  needs,  and  the  company’s  total  imaging  spend  has  been  reduced 
to  $110  million  annually.  Both  will  aid  Boeing  as  it  navigates  a  turbulent  economy. 


Tools  Used:  Managed  services  and 
products  from  Dell  and  Lexmark 


Time  Frame:  Started  industry 
research  and  internal  analysis  in 
2003;  implemented  St.  Louis  pilot 
in  May  2007.  All  major  U.S.  locations 
now  completed;  smaller  sites  still 
undergoing  rollout.  International 
implementation  due  in  2010,  Rollout 
complete  by  2011. 

ALIGN  PEOPLE  AND  PRINTERS 

Boeing  once  had  printers  scat¬ 
tered  around  its  offices  regardless 
of  user  need.  Now  low,  medium 
and  large-job  devices  are  placed 
near  those  workers  who  use  them 
most,  for  greater  efficiency. 

TAKE  YOUR  TIME 

Beauvais  and  his  team  originally 
wanted  to  get  the  entire  project 
up  immediately  but  realized  it 
would  have  created  an  operational 
nightmare.  Instead,  they  planned 
on  a  two-year  implementation  so 
they  could  take  their  time  creating 
and  enforcing  the  printing  poli¬ 
cies,  as  well  as  swapping  out  the 
devices.  Boeing  spent  a  year  and 
a  half  researching  different  ven¬ 
dors,  which  included  the  vendors 
doing  printing  tests  in  Boeing's 
lab.  Beauvais  also  chose  to  imple¬ 
ment  at  one  site  first  to  prove  the 
project's  value. 
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Microsoft 


"Bloomberg  is 
instrumental 
in  providing  us 
guidance  and 
direction  as  to 
where  the  Microsoft 
platform  should 
go  and,  ultimately, 
where  it  could  go." 

— Liz  Ngo, 
senior  business  development 
manager,  Microsoft 


Bloomberg 


►  For  more  information, 
visit  www.cio.com/ 
whitepapers/MS-Bloom 


CIO 


Custom  Solutions  Group 


Organizations  stand  to  reap  significant  business  value  when  well-respected  brands 
collaborate.  And  that  is  the  case  with  the  expanding  relationship  between  Bloomberg  and  Microsoft®. 

Bloomberg  and  Microsoft  are  two  of  the  most  well-respected  brands  in  business.  The  BLOOMBERG  PROFESSIONAL® 
service  applies  interactive  technology  to  deliver  financial  information,  news  and  analytics  to  investment 
professionals  and  delivers  transparency  to  the  world's  financial  markets.  Microsoft  forged  the  market  for  personal 
productivity  software.  Its  applications — especially  those  in  the  Microsoft  Office®  System — are  industry  standards, 
used  in  organizations  around  the  world. 

The  two  companies  are  combining  their  strengths:  Bloomberg's  extensive,  real-time  financial  data  and  analytics, 
and  the  market-leading  productivity  technology  known  as  Microsoft  Office  Excel®.  The  collaboration  provides  CXOs, 
CIOs  and  business  analysts  with  the  powerful  analytic  tool  they  need  to  gain  insight  and  make  precise  decisions 
that  have  a  direct  impact  on  the  bottom  line. 

Bloomberg  integrates  Microsoft  Office  Excel  with  its  BLOOMBERG  PROFESSIONAL  service.  A  set  of  interfaces, 
functions  and  tools,  known  as  the  Bloomberg  Excel  Add-in,  lets  users  across  all  industries  pull  Bloomberg  data 
directly  into  Office  Excel.  Business  users  can  build  customized  spreadsheets  that  combine  proprietary  calculations 
with  Bloomberg's  data  and  analytics — ultimately  giving  users  the  immediate  ability  to  make  precise  and  insightful 
business  decisions. 

Some  of  the  key  characteristics  of  the  Bloomberg  Excel  Add-in  include: 

►  TIGHTER  development  with  Microsoft  Office  2007  Ribbon  for  a  fluent,  user-friendly  interface 

►  LEVERAGING  Microsoft  Office  development  kits  to  create  Smart  Tags,  providing  seamless  integration  with 
users' worksheet  cells 

►  USES  the  standard  Microsoft  RTD  (RealTimeData)  technology  as  the  data  interface  between  the  Bloomberg 
data  functions  and  the  underlying  data  providers 

Microsoft  and  Bloomberg  continue  to  forge  a  deeper  relationship,  which  has  many  benefits  for  the  business 
community.  "As  a  principal  and  active  member  of  Microsoft's  Partner  Advisory  Council,  Bloomberg  is  instrumental  in 
providing  us  guidance  as  to  where  the  Microsoft  platform  should  go  and,  ultimately,  where  it  could  go," says  Liz  Ngo, 
senior  business  development  manager  at  Microsoft.  "They're  able  to  provide  industry  expertise,  translate  customer 
reguirements  and,  as  we  look  to  the  future,  illuminate  key  technology  trends." 

To  a  great  extent,  it  is  the  versatility,  ubiguity  and  familiarity  of  the  Office  Excel  spreadsheet  that  makes  the 
Bloomberg  and  Microsoft  integration  a  powerful  productivity  resource.  With  such  an  approachable  and  capable 
front  end,  the  BLOOMBERG  PROFESSIONAL  service  can  be  an  innovative  conduit  for  accurate  analysis  and  real-time 
business  insight. 

By  combining  the  market-leading  Microsoft  Office  Excel  with  Bloomberg's  trusted  information  service,  companies 
can  provide  their  financial  and  business  analysts  with  the  tools  to  generate  intelligent  and  precise  analytics,  thereby 
enabling  organizations  to  be  more  effective  and  competitive  in  the  market  place. 


Don't  Be  a  Sitting  Duck 

Poor  performance  puts  the  CIO's  job  in  the  line  of  fire. 

But  there  are  ways  to  avoid  that  fate,  by  kim  s.  nash 

Perhaps  we  can't  retire  the  old  saw  that  “CIO”  stands  for  “career  is  over”  just  yet. 

Nearly  one  in  four  CIOs  gets  let  go  for  poor  performance,  according  to  a  new  survey  by  CIO  and 
Human  Resource  Executive.  When  asked  why  their  companies’  previous  IT  leader  left,  23  percent  of 
the  265  human  resources  managers  polled  said  it  was  involuntary  for  performance  reasons.  The 
dismissal  rate  matched  that  for  CFOs  but  was  higher  than  that  for  HR  managers  (19  percent)  and 
sales  managers  (18  percent),  the  survey  found. 

And  the  bigger  the  company,  the  more  likely  the  CIO  will  be  dismissed— either  fired  or  a  victim 
of  downsizing:  43  percent  of  IT  heads  at  companies  over  $1  billion  or  more  in  sales  left  involuntarily, 
versus  29  percent  at  mid-market  companies  of  $100  million  to  $1  billion  and  23  percent  at  small 
companies  of  less  than  $100  million  in  sales. 
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Of  course,  “poor  performance”  is  open  to  interpretation, 
notes  Greg  Ambrose,  president  of  Catalyst  Search  Group. 
“What  a  new  CEO  defines  as  poor  might  be  exactly  what  the 
old  CEO  wanted,”  he  says.  The  larger  the  organization,  the 
more  complex  the  issues,  systems  and  politics,  he  adds. 

Taking  into  account  the  many  reasons  someone  leaves  a 
job— including  taking  a  new  position  or  retiring— the  turn¬ 
over  rate  among  CIOs  is  about  the  same  as  for  other  senior 
executives,  the  survey  says.  CIO  tenure  is  six  years  and  three 
months,  the  same  as  for  heads  of  sales  but  less  than  HR  heads 
(six  years,  four  months)  and  CFOs  (seven  years). 

Delta  Dental  parted  with  its  CIO  three  years  ago  when 
he  “left  to  pursue  other  interests,”  says  Ed  Zobeck,  executive 
vice  president  of  HR,  operations,  integration  and  facilities  at 
the  $2.3  billion  dental  plan  group.  Now  the  position  has  been 
eliminated.  Then-CFO  Laura  Czelada  took  over  IT  while  Delta 
sought  a  replacement,  says  Zobeck.  She  “did  such  a  good  job 
she  retained  the  responsibility,”  he  says.  “We  promoted  some¬ 
one  to  a  vice  president  of  IT  position  and  they  report  to  her.” 

Delta  Dental’s  former  CIO  could  not  be  reached  for  com¬ 
ment.  But  still:  Replaced  by  a  CFO?  We  shudder  on  behalf 
of  CIOs  everywhere. 


It’s  not  that  CIOs  are  easily  expended,  says  Jeff  Shuman, 
vice  president  of  HR  and  corporate  relations  at  Harris,  a  $5.3 
billion  government  contractor.  But  sometimes,  the  position 
evolves  and  the  executive  doesn’t,  he  says.  To  avoid  this  fate, 
know  what  kind  of  CIO  your  company  expects  you  to  be,  he 
says.  “When  you  shift  IT  from  a  cost  center  or  service  function 
to  more  of  a  business  focus  with  a  profit  and  loss  responsibil¬ 
ity,  it  takes  very  different  skills,”  he  says.  “Depending  on  the 
individual,  their  interest  and  success  could  change.”  Harris 
CIO  William  Miller  has  been  in  the  job  for  nearly  a  decade. 
“He’s  been  able  to  grow  with  the  position,”  Shuman  says. 

One  way  to  longevity  is  to  continually  educate  yourself 
and  gather  new  ideas  from  outside  business  leaders,  says 
Will  Kuchta,  vice  president  of  organizational  development  at 
Paychex.  Vice  president  of  IT  Dan  Canzano  has  held  the  post 
for  16  years.  Kuchta  says  managers  tend  to  do  well  at  the  $2 
billion  payroll  and  HR  administrative  services  company  if 
they  display  fresh  thinking  and  a  positive  attitude.  “We’re  a 
service  company,”  he  says.  “We  hire  for  attitude.” 


Senior  Editor  Kim  S,  Nash  can  be  reached  at  knash@cio.com. 
View  the  survey  results  at  www.cio. com/article/484008. 


I  want  to  have  ready  access  to  my  labor  data. 

O  Yes. 

O  No,  I  love  being  nickel  &  dimed  by  my  service  bureau. 

It’s  your  data.  It  should  be  available  to  you  whenever,  and  however,  you  want.  Without  paying  for  every 
question,  query  or  report.  At  Kronos,  we  understand  your  workforce  management  issues  and  what 
it  takes  to  address  them.  Which  is  why  all  our  solutions  deliver  complete  automation,  high-quality 
information,  and  are  easy  to  own.  With  thousands  of  installations  in  organizations  of  all  sizes  —  including 
over  half  the  Fortune  1000® — we’re  proving  workforce  management  doesn't  have  to  be  so  hard. 


Visit  Kronos.com/optimizel  for  the  free  Nucleus  Research,  Inc.  case  study  on  reducing  payroll  data  diversity. 


-o- 


o 


-O- 


o 


#4  KRONOS 


TIME  &  ATTENDANCE  SCHEDULING  ABSENCE  MANAGEMENT  HR  &  PAYROLL 


— O — 

HIRING 


- O - 

LABOR  ANALYTICS 


thrive 


► 


CENTER  STAGE 


L _ S 

□ 

□ 

□ 

Cj 

Public  Speaking: 

It's  Not  About  You 

Audience-centered  speaking  can  help  you  conquer  stage  fright 


BY  MARYFRAN  JOHNSON 


Given  the  choice  between  picking  up  a  live 
snake  or  a  live  microphone,  many  of  you 
reading  this  would  reach  for  the  reptile. 

Even  the  name  of  this  new  column— 
Center  Stage— may  produce  a  tiny  trill  of 
atavistic  fear  at  the  thought  of  standing  in  front  of  a  room 
full  of  people,  all  eyes  upon  you,  listening  to  what  you  have 
to  say. 

But  fear  not.  The  art  of  public  speaking  and  the  satis¬ 
faction  of  communicating  well  with  your  fellow  human 
beings  are  skills  you  can  learn,  improve 
upon  and  even  come  to  enjoy.  You  don’t 
have  to  be  a  charming,  attention- seeking 
extrovert  to  shine  on  stage.  In  fact,  some 
of  the  best  speakers  are  introverts  who 
started  out  dreading  the  thought  of  being 
center  stage. 

What  they  discovered  about  improv¬ 
ing  their  communication  skills  is  that 
there  is  a  methodology.  There  are  best 
practices.  There  is  an  abundance  of  use¬ 
ful  advice  from  experts,  authors  and 
speech  coaches— all  of  which  I’ll  be  shar¬ 
ing  in  these  Center  Stage  columns  in  every  other  issue  of 
CIO  magazine. 

Let’s  start  out  by  taking  the  pressure  off  of  you  and  your 
performance. 

Whether  you’re  giving  a  keynote  speech  at  a  conference, 
a  business  presentation  in  the  executive  boardroom  or  just 
a  casual  talk  over  lunch  with  your  IT  managers,  your  focus 
needs  to  be  in  one  place  only— on  your  audience. 

It’s  not  about  you.  It’s  all  about  them. 


Audience-centered  speaking  is  one  of  the  key  themes 
in  Nick  Morgan’s  wonderfully  instructive  book,  Give  Tour 
Speech,  Change  the  World:  How  to  Move  Tour  Audience  to  Action. 
The  need  to  “listen”  to  your  audience  from  the  moment  you 
step  in  front  of  people  comes  down  to  sending  nonverbal 
signals  with  open,  relaxed  body  language. 

“When  you  ask,  ‘How  are  you?’  of  an  audience,  wait 
to  see  how  some  members  of  that  audience  actually  are,” 
Morgan  recommends.  “Don’t  continue  until  you’ve  learned 
the  answer,  either  verbally  or  nonverbally.” 

That  means  taking  a  good  look  around 
the  room,  smiling  while  you’re  making 
some  eye  contact,  taking  a  few  steps 
toward  the  group  and  letting  your  hands 
fall  open  gracefully  toward  the  audi¬ 
ence— as  though  you  wished  you  could 
give  them  a  big  hug.  (Maybe  that’s  too 
girly  a  concept,  but  you  get  the  idea.) 

What  to  do  with  your  hands  during 
a  talk  is  more  important  than  it  sounds. 
Human  beings  instinctively  read  all  sorts 
of  nonverbal  signals  into  hand  gestures 
and  facial  expressions. 

If  you’re  a  hand-talker  by  nature,  your  hands  will  be 
working  overtime  once  you  get  nervous  or  excited.  I  tend 
to  wave  my  arms  around  like  some  lunatic  windmill,  so 
solving  this  problem  was  always  high  on  my  list.  Then  one 
day  I  watched  then- Hewlett-Packard  CEO  Carly  Fiorina,  a 
serene  but  compelling  presence  on  stage,  and  noticed  how 
she  laced  her  fingers  together  at  waist  level  with  her  palms 
facing  upward.  I  adopted  that  gesture  and  have  used  it  ever 
since  to  keep  the  windmill  in  check. 


One  upside  of 
shifting  your 
focus  toward  your 
listeners  is  that  it 
gives  you  far  less 
time  to  ponder 
the  state  of  your 
own  nerves. 


Quick  Fix  A  Faster  Phone:  Your  BlackBerry  calendar  stores  data  on  past  meetings  and  events. 
Free  up  its  memory  by  reducing  the  time  that  data  is  stored  by  tweaking  the  Keep  Appointment  settings. 
To  do  this,  click  Calendar  on  the  icon  screen,  hit  Menu  and  choose  Options.  Scroll  to  Keep  Appointments 
and  set  it  for  the  shortest  acceptable  time  period.  If  you've  got  more  than  one  calendar  that  syncs  with 
your  device,  choose  General  Options  from  the  main  Options  screen.  A  faster  phone  means  a  faster  you. 
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We  know  that  audiences  really  respond  to  charisma, 
which  all  great  speakers  seem  to  have  in  large  measure. 
But  what  is  charisma,  exactly?  Some  30  years  of  commu¬ 
nications  research  has  boiled  it  down  to  this  single  word: 
expressiveness. 

“Charisma  is  the  willingness  to  be  open  to  your  audi¬ 
ence,”  says  Morgan,  a  longtime  speech  coach  and  president 
of  Public  Words. 

Taking  an  audience-centric  approach  was  a  great  rev¬ 
elation  for  one  of  the  keynote  speakers  at  our  CIO  Year 
Ahead  conference  last  November.  Michael  Fabiano,  VP  of 
Strategic  Initiatives  for  NBC  Universal  (see  “NBC’s  New 
Script,”  Page  17),  read  Morgan’s  book  before  the  event  and 
put  its  practical  advice  to  immediate  use. 

“I  felt  like  I  was  missing  a  method  of  preparation  for 
public  speaking  engagements  or  even  presentations  inside 
my  company,”  he  notes.  “I  would  never  have  thought  about 
the  audience  in  this  way  before— about  developing  a  con¬ 
nection  with  them.” 

Fabiano  also  found  other  benefits  from  this  new  focus 
on  his  communication  skills,  from  preparing  more  effec¬ 


tively  for  meetings  with  his  boss  to  putting  a  snappy  spin 
on  his  strategy  group’s  “elevator  pitch.” 

“How  many  of  us  really  develop  an  elevator  pitch? 
Before,  I  would  have  rushed  through  this  long  drawn-out 
description  of  the  internal  consulting  service  I’ve  created. 
Now  I  just  say:  ‘Would  you  like  to  learn  how  to  save  $100 
million  in  18  months?”’ 

Now,  who  wouldn’t  like  to  hear  that  story? 

“The  simple  truth  is  that  it’s  easy  to  be  mediocre,”  Mor¬ 
gan  points  out.  The  way  to  become  a  brave  new  practitio¬ 
ner  of  audience-centered  speaking  is  to  start  with  the  most 
important  question  of  all:  “What  is  the  story  I  want  to  tell 
this  particular  audience?” 

One  final  upside  to  shifting  your  focus  toward  your  lis¬ 
teners  is  that  it  gives  you  far  less  time  to  ponder  the  state  of 
your  own  nerves.  Maybe  reaching  for  that  live  microphone 
will  look  like  the  better  choice,  after  all. 


As  Editor  in  Chief  of  CIO  magazine  and  events,  Maryf  ran  Johnson 
is  always  on  the  lookout  for  great  speakers  and  good  stories.  She 
can  be  reached  at  mfjohnson@cio.com. 


I  want  a  time  &  attendance  solution  that  works 
right  out  of  the  box. 

Q  Yes. 

©  Large,  unknown  ERP  implementation  fees  make  the 
current  economic  uncertainty  all  the  more  exciting. 

T&A  systems  can  reduce  costs  dramatically.  But  not  if  they  take  18+  months  and  millions  of  dollars  for 
your  ERP  vendor  to  implement.  At  Kronos,  we  understand  your  workforce  management  issues  and  what 
it  takes  to  address  them.  Which  is  why  all  our  easily  configurable  solutions  deliver  complete  automation, 
high-quality  information,  and  are  easy  to  own.  With  thousands  of  installations  in  organizations  of  all  sizes  — 
including  over  half  the  Fortune  1000® —  we're  proving  workforce  management  doesn’t  have  to  be  so  hard. 


Visit  Kronos.com/configurel  for  the  free  I  DC  White  Paper:  “Optimizing  Resources,  Lowering  Costs  in  a  Challenging  Economy". 
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Market  IT  to  the  Business 


BY  KRISTIN  BURNHAM 


Take  a  minute  to  reflect  on  the  relationship  between  your 
IT  department  and  the  business.  Does  the  business  view 
IT  as  a  cost  center?  Is  communication  open  and  constant? 
Are  the  department’s  goals  aligned  with  those  of  the  busi¬ 
ness?  In  times  of  budget  cuts  and  layoffs,  it’s  more 
essential  than  ever  that  the  business  sees 
the  value  that  IT  provides. 

“Even  though  we  have  to  use 
smaller  budgets,  the  business 
demand  for  technology  contin¬ 
ues,”  says  Tim  Young,  VP  of  IT 
at  Bright  Horizons,  a  child  care 
and  early  education  provider. 

“We’re  being  asked  to  do  more 
with  less,  and  we  have  to  be 
known  for  more  than  keeping 
the  lights  on.” 

Here  are  three  ways  that 
CIOs  can  better  market  the 
IT  department  to  the  business 
and  position  its  staff  to  earn  the 
respect  that  they  deserve. 

l]  FIND  NEW  RESPONSIBILITIES.  Young 
suggests  seizing  an  opportunity  or  venturing  into 
an  area  that  IT  departments  don’t  traditionally  take  on.  “At 
Bright  Horizons  we  became  experts  in  security  and  privacy, 
and  that  translates  into  new  business  opportunities  for  us,” 


Young  says.  And  this  trend  is  growing:  CIO’s  2009  “State  of 
the  CIO”  survey  found  that  nearly  two-thirds  of  all  CIOs  have 
leadership  responsibility  for  a  non-IT  area  of  the  business. 

2]  INNOVATE.  Even  in  trying  economic  times, 
opportunities  to  innovate  exist,  so  take  advan¬ 
tage  of  them.  Taking  the  initiative  here 
can  help  the  CIO  reposition  the  view 
of  IT  from  “cost-centric  to  being 
seen  as  profit-centric  and  partner¬ 
ing  with  the  strategic  growth  of 
the  organization,”  says  Young. 
In  addition,  Young  says  he  tries 
to  connect  every  project  to  a 
business  goal  or  revenue. 

3]  COMMUNICATE.  “Constant 
communication  to  upper  man¬ 
agement  is  so,  so  important,” 
says  Young.  Be  sure  that  busi¬ 
ness  execs  are  aware  of  the  projects 
you’re  working  on,  the  status  of  those 
projects  and,  most  importantly,  how 
they  contribute  to  the  overall  profitability  of 
the  company.  Schedule  regular  meetings  with  busi¬ 
ness  owners  or  disseminate  updates  to  them  on  what  the  IT 
department  is  doing.  Such  efforts  are  key  to  obtaining  both 
resources  and  the  support  of  top  management. 


...avoid  jet  lag 


Before  traveling  to  a  new  time  zone,  take 
a  few  days  to  adjust  your  sleeping  and 
eating  times  to  coincide  with  those  of  the 
time  zone  you'll  be  visiting,  according  to  the 
National  Heart,  Lung  and  Blood  Institute's 
guide  to  healthy  sleep.  Once  you've  arrived 
at  your  destination,  spend  as  much  time 
as  possible  outside  to  acclimate  your  body 
to  the  light  cues  there.  And  while  it  may 
be  tempting  to  inundate  your  body  with 
caffeinated  beverages  to  achieve  a  state  of 
alertness,  do  so  with  caution:  Caffeine  may 
help  you  stay  awake  longer  during  the  day, 
but  it  can  also  make  it  difficult  to  fall  asleep 
if  its  effects  haven't  worn  off  by  bedtime. 
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...make  a  to-do  list  you  can  stick  to 

Trash  the  Post-its  stuck  to  your  monitor  and  pull  out  the  old  pad 
of  paper,  recommends  Matt  Cornell,  former  NASA  engineer  and 
a  productivity  expert.  Plan  your  list  the  night  before  and  be  sure 
that  each  task  will  consume  no  more  than  one  hour  of  your  day. 
When  you've  finished  adding  items,  assess  them  and  prioritize: 
Order  your  list  by  starting  with  what  is  most  important  or  will 
take  the  most  energy  to  complete.  "Throughout  the  day,  be  sure 
to  block  off  regular  time  to  reassess  and  reprioritize  your  list," 
he  says;  ten  minutes  should  be  sufficient  "Making  it  part  of  your 
routine  is  the  key  to  learning  to  stick  with  it." 


APRIL  1,  2009  www.cio.com 


ILLUSTRATION  BY  ELDON  COWCUR 


PHOTO  BY  ISTOCKPHOTO 


nree- 


Help! 

I’ve  landed  my  dream 
CIO  job.  How  can  I  hit 
the  ground  running 
in  my  first  100  days? 

COACH:  ALEXANDER  PETERS, 

PRINCIPAL  ANALYST  -  IT  LEADERSHIP, 
FORRESTER  RESEARCH 

©  Always  Listen  and  assess  before 
making  any  major  moves  in  a  new  job. 
Spend  time  with  your  business  partners 
in  order  to  understand  your  new  firm's 
strategy,  how  it  operates,  who  the  key 
business  stakeholders  are,  what  is  impor¬ 
tant  to  them  and  their  expectations.  Meet 


e  coach 


regularly  and  foster  relationships  with 
the  key  constituents.  Be  open  with  your 
staff  and  communicate  at  all  levels.  Get 
to  know  what  they  and  your  peers  think. 
Perform  a  "brutal"  assessment  of  the  IT 
capabilities  and  spending  patterns,  how 
they  link  to  business  goals  and  meet  busi¬ 
ness  needs.  Pay  attention  to  culture  and 
find  colleagues  willing  to  work  with  you  to 
improve  the  situation. 

©  Sometimes  Answering  this  is 
tricky  since  the  response  is  situational. 

For  example,  a  new  CIO  may  need  to  kill  a 
money-bleeding  project  or  quickly  stabilize 
operations  and  fix  the  areas  that  triggered 
the  departure  of  his  predecessor.  Depend¬ 
ing  on  urgency,  a  CIO  may  need  to  dedi¬ 
cate  special  attention  to  negotiating  an 
outsourcing  contract  or  repairing  a  broken 


relationship  with  a  business  customer. 

©  Newer  A  common  mistake  is  moving 
too  quickly  before  putting  a  solid  strategy 
or  plan  in  place.  When  coming  from  a 
competitor,  for  instance,  avoid  telling  busi¬ 
ness  leaders  how  to  run  the  business.  Be 
humble  and  focus  instead  on  improving  the 
health  of  your  IT  organization.  And  don't 
race  to  centralize,  rotate  staff  or  outsource 
everything-not  before  you  understand  the 
business  priorities  and  realities  and  have 
assessed  the  change-readiness  of  your 
business  customers  and  IT  staff.  Moreover, 
make  sure  that  you  do  not  engage  in  any 
change  initiatives  without  buy-in  from 
your  business  executive  peers.  Be  sure  to 
articulate  IT's  goals  and  projects  in  busi¬ 
ness  terms.  Last  but  not  least,  avoid  creat¬ 
ing  the  perception  that  IT  is  an  island. 
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Q  Yes. 

O  Control  costs?  Hell,  we're  waiting  on  a  government  bailout. 

Over-scheduling.  Payroll  errors.  Inefficient  manual  processes.  Find  a  way  to  reduce  them  and  you’ll 
see  a  big  impact  on  the  bottom  line.  At  Kronos,  we  understand  your  workforce  management  issues 
and  what  it  takes  to  address  them.  Which  is  why  all  our  solutions  deliver  complete  automation,  high- 
quality  information,  and  are  easy  to  own.  With  thousands  of  installations  in  organizations  of  all  sizes  — 
including  over  half  the  Fortune  1000® — we’re  proving  workforce  management  doesn’t  have  to  be  so  hard. 


Visit  Kronos.com/laborl  for  the  free  I  DC  White  Paper:  “Optimizing  Resources,  Lowering  Costs  in  a  Challenging  Economy". 


I  need  to  control  labor  costs  in  these  tough  times. 
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Conversations  for  a  Smarter  Planet 

A  mandate  for  change 
is  a  mandate  for  smart. 


The  world  is  ready  for  change-that  much  is  clear. 

For  leaders  of  all  kinds,  this  moment  presents  a  rare 
opportunity.  Our  planet  is  not  just  getting  smaller  and 
flatter.  It  is  also  becoming  smarter. 

That  is,  intelligence  is  being  infused  into  the  way  the 
world  literally  works-into  the  systems,  processes 
and  infrastructure  that  enable  physical  goods  to  be 
developed,  manufactured,  bought  and  sold.  That  allow 
services  to  be  delivered.  That  facilitate  the  movement  of 
everything  from  money  and  oil  to  water  and  electrons. 
And  that  help  billions  of  people  work  and  live.  This  means 
we  actually  have  the  potential  to  change  the  way  the 
world  works. 

That’s  good  news,  because  the  systems  by  which  the 
world  works  today  are  increasingly  unsustainable.  They 
may  be  networked,  but  it  turns  out  that  being  connected 
isn’t  enough. 

It  isn’t  enough  to  prevent  us  from  wasting  too  much 
energy.  From  spending  too  much  time  in  traffic.  From 
producing  food  too  expensively  and  wasting  too  much 
of  what  we  produce.  From  missing  too  many  sales 
opportunities  and  disappointing  too  many  customers 
because  of  inefficient  supply  chains.  From  making  too 
many  medical  errors  and  spending  too  much  to  provide 
healthcare  for  too  few.  And  most  obviously  of  late,  from 
failing  to  manage  financial  risk. 

Now,  with  computational  power  being  built  into  things 
we  wouldn’t  recognize  as  computers,  any  person, 
object,  process  or  service  and  any  organization,  large 
or  small,  can  become  digitally  aware,  connected  and 
smart.  Consider  the  changes  already  under  way. 


Smart  traffic  systems  are  helping  to  reduce  gridlock 
by  20%,  cutting  pollution  and  increasing  ridership  on 
public  transit. 

Smart  food  systems  based  on  RFID  technology 
embedded  into  supply  chains  are  monitoring  the  flow 
of  meat,  poultry  and  other  items-from  the  farm  to 
the  supermarket  shelf. 

Smart  healthcare  systems  are  helping  to  lower  the 
cost  of  therapy  by  as  much  as  90%. 

Police  departments  are  correlating  street-level 
information  from  myriad  observations  and  devices  to 
identify  crime  patterns-helping  prevent  crime  rather 
than  simply  punishing  it. 

The  list  is  long  and  the  transformation  is  just  beginning. 

Its  benefits  will  be  reaped  not  only  by  large  enterprises, 
but  also  by  mid-sized  and  small  companies-the 
engines  of  economic  growth  everywhere-and  by 
individuals  and  communities  around  the  world. 

Imagine  how  a  smarter  planet  will  transform  the  ways 
we  pursue  everything  from  economic  growth  to  societal 
progress  to  environmental  sustainability  to  cures  for 
disease,  as  well  as  the  ways  we  interact  with  each  other 
and  with  the  world. 

The  opportunity  is  before  us,  and  the  moment  will  not 
last  forever.  The  question  is,  will  we  seize  it?  As  we  look 
to  stimulate  our  economy  and  rebuild  our  infrastructure, 
will  we  simply  repair  what’s  broken?  Or  will  we  prepare 
for  a  smarter  future? 

Let’s  build  a  smarter  planet.  Join  us  and  see  what  others 
are  thinking  at  ibm.com/think 


IBM,  the  IBM  logo  and  ibm.com  are  trademarks  of  International  Business  Machines  Corporation,  registered  in  many  jurisdictions  worldwide. 
A  current  list  ot  IBM  trademarks  is  available  on  the  Web  at  “Copyright  and  trademark  intormation"  at  www.ibm.com/legal/copytrade.shtml 
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When  companies  cut  back,  the 
heavy  lifting  for  IT  begins 

Like  a  tank,  the  recession  continues  to  roll  right  over  com¬ 
panies.  Take  Fleetwood  Enterprises.  Vacation  trailers  and  modular 
houses  don’t  sell  when  people  are  out  of  work  and  struggling  with 
upside-down  mortgages.  Even  if  someone  wants  to  buy,  banks  have 
clamped  down  on  credit,  making  loans  scarce.  Fleetwood’s  sales  have 
plummeted  32  percent  from  a  high  of  $2.4  billion  in  2006,  and  the 
company  has  lost  $119  million  along  the  way. 

So  last  summer,  like  many  manufacturers,  Fleetwood  scaled  back 
factory  production.  That  wasn’t  enough,  so  Fleetwood  is  now  going 
after  big  cuts.  Before  filing  for  Chapter  11  bankruptcy  protection  last 
month,  the  company  had  plans  to  close  nine  of  its  27  factories  in  the 
United  States  and  Mexico  and  lay  off  760  of  its  5,700  employees. 

Across  the  nation,  grim-faced  executives  are  breaking  similar 
news.  Offices  are  being  consolidated,  plants  shut,  employees  let  go. 
Such  maneuvers,  of  course,  are  intended  to  save  money;  Fleetwood 
expects  to  save  $40  million  per  year. 

But  achieving  lasting  results  can  take  months  of  work  performed 
largely  by  the  IT  staff— a  behind-the-scenes  scramble  that  is  often 
underestimated  by  others  inside  and  outside  the  company.  It’s  not  as 
if  the  press  release  and  pink  slips  go  out  and  savings  pour  in. 

There  are  the  obvious  chores,  such  as  blocking  outgoing  employees 
from  corporate  networks  and  redeploying  computers.  Often,  when  a 
facility  is  closing,  IT  has  to  set  up  new  equipment  at  the  remaining 
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offices,  such  as  a  bigger  data  network  to  handle  an  increased  vol¬ 
ume  of  transactions  that  a  now-closed  location  used  to  process, 
notes  Steve  Phillips,  CIO  of  Avnet,  an  electronics  distributor 
fighting  to  make  $150  million  in  cuts. 

But  IT  executives  who  made  it  through  the  last  recession 
in  the  early  2000s  say  the  current  one’s  a  doozy  that  brings 
new  challenges. 

Now  smartphones  and  thumb  drives  are  everywhere— hard 
to  track  and  easily  loaded  with  sensitive  corporate  data,  says 
Mike  Jackson,  CIO  at  Rockwell  Automation,  which  laid  off  600 
of  its  21,600  employees  in  September  and  has  cut  costs  by  $240 
million.  Another  $50  million  to  $100  million  in  cuts  are  planned 
to  begin  in  October. 

The  Sarbanes-Oxley  Act  (Sox),  which  didn’t  exist  earlier, 
provides  another  new  source  of  pain.  At  Fleetwood,  for  exam¬ 
ple,  with  other  departments  focused  on  consolidating  work¬ 
loads  among  remaining  employees,  IT  must  watch  that  new 
job  descriptions  and  business  processes  don’t  violate  Sox  rules 
on  segregation  of  duties,  says  Larry  Smith,  Fleetwood’s  vice 
president  of  IT.  Yet  Smith  finds  invigorating  the  challenges  in 
downsizing  projects  where  so  much  money  is  on  the  line.  “This 
is  where  you  prove  you  can  really  manage,”  he  says. 

Prove  it,  you  must.  The  technology  group  must  not  become 
an  obstacle  to  making  real  the  millions  in  savings  promised 
when  companies  close  offices  and  lay  off  employees,  says  Anna 
Frazzetto,  vice  president  of  technology  solutions  at  professional 
services  firm  Harvey  Nash.  “If  CIOs  don’t  step  up,  credibility 
diminishes,”  she  says. 


'ou  might  have  plant 
managers  who  make 
the  hard  decision  and 
want  to  move  on.  We’re 

not  even  started  yet.” 

-Larry  Smith,  VP  of  IT,  Fleetwood  Enterprises 


Smith  and  fellow  IT  leaders  in  hard-hit  industries  have  a 
warning  for  their  peers:  Convey  the  scope  of  IT  work  involved 
in  downsizing.  More  than  ever,  senior  management  is  asking 
fewer  people  to  do  more.  That  includes  the  IT  group  itself,  where 
budgets  have  been  frozen  or  cut  and  layoffs  have  reduced  the 
number  of  hands  available  for  what  Smith  calls  a  “tidal  wave  of 
activity”  unleashed  by  a  companywide  cost-cutting  drive.  (See 
“Make  a  Difference  Before  the  Cuts  Come,”  Page  36.) 

“You  might  have  plant  managers  who  make  the  hard  deci¬ 
sion  and  then  are  done  with  it  emotionally  and  want  to  move 
on,”  he  says.  “The  last  thing  I  want  to  hear  is  ‘We’re  done,’ 
because  we’re  not  even  started  yet.” 


Pick  Up  PCs  and  Pull  Wires 

Although  smart  executives  know  that  closing  an  office  or  fac¬ 
tory  isn’t  as  simple  as  it  sounds,  only  those  who  have  done  it 
know  the  complexity  and  nuance.  CIOs  should  educate  their 
CEOs  and  peers  about  what  it’s  like  on  the  ground. 

With  $1.7  billion  in  revenue,  Arch  Coal  is  one  of  the  biggest 
coal  mining  companies  in  the  United  States,  supplying  the  elec¬ 
tricity  industry  with  fuel  to  power  the  country.  To  concentrate 
on  the  most  productive  facilities,  Arch  is  selling  the  rights  to 
some  mines  or  divesting  them  outright. 

In  mid-2007,  for  example,  Arch  sold  a  mine  in  remote  West 
Virginia  to  Alpha  Natural  Resources  for  $40  million.  CIO 
Michael  Abbene  sent  someone  from  the  desktop  group  along 
with  three  individuals  from  their  local  support  contractor  to 
West  Virginia  from  Arch  headquarters  in  St.  Louis  to  discon¬ 
nect  Arch’s  server  and  50  PCs  from  the  corporate  network.  Of 
those  machines,  19  moved  with  Arch  employees  to  another 
site.  The  remaining  31  were  handed  over  to  the  buyer  as  part  of 
the  deal. 

First,  all  data  on  those  31  machines  was  moved  to  network 
shared  drives  prior  to  deletion  and  then  backed  up  on  a  USB 
drive.  With  guidance  from  Arch’s  lawyers,  certain  geologic 
information  was  copied  to  another  portable  USB  drive  and 
given  to  Alpha.  The  team  reset  the  administrator  password 
on  all  PCs  that  stayed  behind.  Alpha  had  two  or  three  people 
onsite  at  various  times  during  the  weekend  to  help.  Arch  also 
sent  a  person  to  the  mine  to  review  and  pack  up  paper  docu¬ 
ments  that  were  to  remain  with  the  company.  While  that  han- 
doff  took  two  months,  it  can  take  longer.  A 
2005  deal  to  sell  several  subsidiaries  that 
■■■■■i  operated  four  mining  complexes  took  seven 

months  because  the  buyer  had  little  tech¬ 
nology  of  its  own  at  the  start.  Arch  agreed 
to  provide  IT  services,  such  as  site-to-site 
VPN  capability,  while  the  buyer  set  up  its 
own  systems,  Abbene  says.  “They  created  a 
whole  infrastructure  that  almost  mirrored 
what  we  had.” 

When  selling  a  facility,  Abbene  advises, 
the  CIOs  from  each  company  should  meet 
to  go  over  the  IT  implications  of  the  deal— 
from  equipment  and  data  disposition  to 
deadlines— before  anyone  touches  any  sys¬ 
tems.  CIOs  should  then  designate  a  project 
manager  to  orchestrate  the  work. 

When  Arch  closes  a  mine,  it  generally  puts  together  a  team 
that  may  include  local  mine  management,  IT,  human  resources, 
accounting,  legal,  payroll  land  management,  marketing  and  sales, 
operations  or  purchasing. 

“Every  situation  is  different.  You  must  understand  what  the 
acquiring  company  wants  to  do,”  Abbene  says. 

In  a  true  closing  of  an  office  or  factory,  such  as  Fleetwood’s 
factories  in  Willacooehee,  Ga„  IT  has  to  disassemble  the  infra¬ 
structure.  Dismantling  systems  entails  more  than  flipping 
switches.  In  February,  two  of  Smith’s  IT  staff  spent  a  week  at 
the  Georgia  plants  hoisting  100  computers  into  crates  and 
boxes,  ripping  out  wiring  and  crawling  through  ceilings 
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and  closets  to  gather  up  several  routers  and  other  pieces  of 
networking  equipment. 

Smith  tries  to  keep  the  dismantle  team  small,  so  as  not  to 
disrupt  regular  IT  work  at  headquarters.  If  it’s  a  big  job  that 
must  be  done  unusually  fast,  he  will  sometimes  hire  a  firm  to 
help,  especially  when  taking  apart  cabling,  which  is  compli¬ 
cated  and  time  consuming,  he  says.  “There’s  a  lot  of  just  plain 
old  physical  work.” 

Before  PCs  and  laptops  are  packed  up,  they  are  evaluated 
for  reuse  or  recycling.  If  the  machine  has  a  new  enough  pro¬ 
cesser  and  can  accommodate  at  least  2GB  of  RAM,  Fleetwood 
will  upgrade  it— reimaging  the  machines  with  licensed  software 
and  redeploying  them  to  employees  in  other  facilities  who  had 
been  using  older  systems.  Shuttering  a  plant  completely  takes 
from  30  to  120  days.  Smith  says. 

Sometimes,  though,  a  closure  isn’t  a  closure.  For  example,  a 
Fleetwood  factory  in  Waco,  Texas,  has  stopped  making  man¬ 
ufactured  housing,  but  several  service  and  sales  personnel 
remain  at  the  facility.  Or  a  shutdown  of  a  large  plant  may  occur 
in  waves,  first  cutting  production  to  50  percent,  then  10  percent 
or  less  to  use  up  remaining  raw  materials. 


Meanwhile,  Smith’s  IT  group  has  to  know  who’s  going  away 
when,  shut  off  access  and  maintain  other  systems.  IT  also  has  to 
figure  out  whether  any  networking  equipment  can  be  removed  as 
excess  and  look  at  the  network  blueprint  to  see  if  firewalls  need  to 
be  reconfigured  now  that  fewer  people  are  on  the  systems. 

In  other  locations,  assembly  lines  are  stopped  and  those 
blue-collar  workers  let  go.  But  administrative  people  have  kept 
their  jobs  and  been  moved  to  another  office.  In  that  case,  the 
data  network  servicing  the  remaining  office  may  need  a  larger- 
capacity  circuit  to  handle  additional  transactions  generated  by 
the  people  who  transferred  in. 

“It  may  sound  simple,  but  one  major  thing  we  struggle  with, 
to  get  accurate  information  about,  is  what  they  are  doing  with 
a  plant,”  Smith  explains.  “Skeleton  crew?  Close?  Sell?  If  selling, 
what  will  be  bought?  Is  there  a  service  group  or  sales  group  still 
officing  there?”  He  says  he  always  has  to  ask  several  times,  in 
different  ways,  “Define  what  you  mean  by  ‘close.’” 

Good  information  comes  from  good  relationships.  IT  and 
project  managers  should  talk  to  as  many  manufacturing  col¬ 
leagues  as  they  can  at  least  a  few  times  per  week  to  stay  in  sync 
with  actual  versus  planned  schedules,  he  says. 
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Make  a 

Difference  Before 

the  Cuts  Come 

Good  data  is  essential  to  deciding  where 
to  make  reductions 


Before  companies 

make  any  cuts  during  a 
downturn,  using  IT  to 
helpstrategize  which 
reductions  will  be  effec¬ 
tive  is  one  way  CIOs  can 
prove  their  worth. 

"Make  a  direct  effort 
to  drive  your  company 
out  of  the  recession," 
says  Anna  Frazzetto, 
vice  president  of  tech¬ 
nology  solutions  at 
professional  services 
firm  Harvey  Nash.  "It 
can  really  turn  around 
the  perception  of  a  CIO 
within  an  organization." 

Good  business  intelli¬ 
gence  systems  can  deter¬ 
mine  the  impact  of  varied 
scenarios,  says  Steve 
Phillips,  CIOatAvnet,  an 
$18  billion  global 


technology  distributor. 

In  the  past  year, 
Avnet  has  watched  sales 
and  profits  waver  each 
quarter  as  the  market 
for  enterprise  IT  equip¬ 
ment  and  electronic 
components  got  jumpy. 
When  the  mandate 
came  down  to  lop  off 
$150  million  from  the 
business,  one  area  the 
company  wanted  to 
explore  for  potential 
cuts  was  automobile 
expenses,  including 
mileage  reimburse¬ 
ments  for  its  road-war¬ 
rior  sales  team. 

Using  SAP's  Busi¬ 
ness  Warehouse  and 
Business  Objects  tools, 
human  resources  and 
accounting  worked  with 


IT  to  create  reports  that 
helped  them  under¬ 
stand  travel  expenses 
by  employee,  geo¬ 
graphic  region,  month 
and  type  of  expenditure, 
Analyzing  this  informa¬ 
tion  led  to  adjustments 
in  Avnet  policies  that  so 
far  have  saved  30  per¬ 
cent  from  mileage  and 
other  auto  reimburse¬ 
ments,  Phillips  says. 

For  example,  car 
allowance  levels  are  now 
based  on  usage  and  job 
categories,  he  explains. 
The  company  got  "an 
appreciation  for  how  our 
business  intelligence 
systems  can  be  used  to 
help  create  actionable 
plans  with  bottom-line 
savings."  -K.S.N. 


Let  Employees  Go-But  Not 
Your  Data 

Technology  now  touches  so  many  more 
areas  than  it  did  at  the  start  of  the  decade 
that  untangling  and  accounting  for  it  all 
during  downsizing— if  not  done  methodi¬ 
cally— overwhelms  IT,  says  Jackson,  Rock¬ 
well’s  CIO. 

When  making  cuts,  the  most  deli¬ 
cate  work  involves  disconnecting  laid-off 
coworkers.  Their  access  to  the  company 
network  as  well  as  local  applications  must 
be  blocked  and  their  computing  equip¬ 
ment  collected,  cleansed  and  redeployed. 

Not  only  are  emotions  high  but  so  are  legal 
implications.  Unlike  during  the  dotcom 
bust,  smartphones  and  thumb  drives  are 
more  prevalent.  You  can  fit  32GB  of  data  on 
a  BlackBerry  memory  card.  The  devices  can 
also  be  slipped  easily  into  a  pocket  alongside 
one’s  personal  items  as  a  desk  is  packed  up, 
putting  proprietary  information  at  risk.  Get 
the  mechanics  of  data  and  device  reclama¬ 
tion  wrong,  and  you  open  the  company  to 
legal  problems. 

Stephen  Fox,  an  attorney  at  Fish  & 

Richardson  who  specializes  in  labor  and 
employment  law,  recently  sued  an  execu¬ 
tive  who  left  his  client’s  company  for  a 
similar  position  at  a  competitor.  The  client 
argued  that  this  executive  couldn’t  do  his 
new  job  without  using  trade-secret  infor¬ 
mation  belonging  to  Fox’s  client.  Although 
the  executive  wasn’t  laid  off,  what  hap¬ 
pened  when  HR  and  IT  processed  his 
departure  serves  as  a  warning  to  other 
companies,  Fox  says. 

When  the  executive  left,  IT  blocked 
his  access  to  the  corporate  network  but 
forgot  to  stop  the  e-mail  program  from  forwarding  his  mes¬ 
sages  to  his  BlackBerry,  which  was  his  own  personal  device.  He 
opened  several  of  those  e-mails,  Fox  says.  Cutting  off  all  access 
to  company  data  must  be  swift  and  thorough,  he  says.  Leaving 
accounts  open  or  missing  a  step  “makes  you  vulnerable  if  you 
ever  have  to  prove  in  court  that  you  truly  do  keep  secrets  that 
should  be  kept  secret.” 

Rockwell  has  a  strict  policy  about  cell  phones,  says  Jackson. 
He  issues  only  BlackBerrys  owned  by  the  company  and  closely 
tracks  who  has  one,  he  says.  No  corporate  data  is  allowed  on 
personal  phones.  As  for  portable  drives,  IT  and  the  legal  depart¬ 
ment  do  their  best  to  educate  employees  on  what’s  permissible  to 
download,  he  says,  but  still,  “it’s  virtually  impossible  to  assure 
you  have  all  that  information.”  To  address  the  roving  thumb 
drive  problem,  HR  stipulates  in  writing  to  departing  employees 
that  no  corporate  data  may  be  removed  from  the  company. 

When  Rockwell  laid  off  about  600  people  last  fall,  IT  set 
up  a  command  center  to  make  sure  nothing  fell  through  the 


cracks.  Human  resources  coordinated  with  IT  to  disable  an 
outgoing  employee’s  network  access  within  moments  of  a  man¬ 
ager  delivering  the  bad  news,  Jackson  says. 

For  each  employee  being  let  go,  IT  collated  reports  from  its 
three  asset  management  systems  to  be  sure  all  company-owned 
cell  phones,  laptops  and  other  devices  were  returned. 

They  got  all  the  gear  but  it  would  have  been  smoother,  he 
says,  if  the  company  had  been  using  just  one  asset  management 
package;  it’s  consolidating  now.  Asset  management  systems  are 
key  to  ensuring  IT  collects  everything  it  should,  says  Frazzetto 
of  Harvey  Nash.  The  equipment  itself  is  worth  something  and 
the  material  on  it  could  be  worth  much  more,  she  says. 

Every  CIO  has  his  own  favorite  tip  about  protecting  infor¬ 
mation  during  a  layoff.  At  Arch  Coal,  the  accounts  of  outgo¬ 
ing  employees  in  critical  positions  aren’t  immediately  deleted. 
Instead,  as  a  manager  sits  down  with  someone  to  tell  him  he’s 
being  laid  off,  IT,  in  its  corner  of  the  building,  will  change  the 
person’s  system  password.  That  way,  e-mail  doesn’t  bounce 
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Get  More  From  Your  IT  Budget 
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CompuCom's  IT  outsourcing  services  can  help  you  squeeze  every  drop  of  value  from 
your  IT  budget.  We  lower  infrastructure  management  costs  by  20-50%  while  increasing 
asset  management  rates  to  99%  and  delivering  first-call  resolution  rates  as  high  as  97%. 
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In  closing  an  office,  IT  has 
to  disassemble  the  infra¬ 
structure.  Dismantling 
systems  entails  more 
than  flipping  switches. 


back  to  senders  and  the  manager  can  later  sort  it  and 
assign  follow-up  to  colleagues  as  needed,  Abbene 
says.  An  escort,  who  is  usually  the  person’s  manager 
or  someone  from  HR,  will  oversee  the  packing  up 
of  individuals  deemed  in  “sensitive”  positions,  to 
help  ensure  they  don’t  leave  with  portable  drives, 
he  adds.  On  Abbene’s  staff,  one  person  in  particular 
works  with  human  resources  on  employee  termina¬ 
tions.  “Most  of  the  time,  she  gets  the  word  from  HR 
before  I  do,”  he  says. 

Discretion  is  critical,  adds  Phillips,  Avnet’s  CIO. 

IT  can  do  the  work  of  cutting  user  access  privileges 
invisibly  to  the  rest  of  the  workforce.  In  person,  he  urges  his 
team,  “Be  honest  and  respectful  to  the  employee.  It  helps  them 
get  on  with  their  future.” 

Deadlines  for  this  kind  of  work  are  aggressive  to  minimize 
disruptions  Jackson  adds.  “From  a  business  point  of  view  and 
a  humane  point  of  view,  it’s  best  to  do  it  quickly.” 

Let  Nothing  Fall  Through  the  Cracks 

No  one  has  it  tougher  right  now  than  the  IT  group  at  Fleetwood. 
They’re  doing  it  all:  closing  factories,  consolidating  offices,  mov¬ 
ing  handfuls  of  employees  to  new  locations  and  laying  off  hun¬ 
dreds  of  blue-  and  white-collar  workers  in  two  countries. 

To  manage,  the  group  treats  each  event  as  a  separate  project, 
opening  service  requests  in  Oracle’s  Siebel  customer  relationship 
management  software.  Each  event  template  has  six  categories 
that  Smith  considers  crucial:  overall  time  line,  network  hard¬ 
ware,  PC  hardware,  applications,  security  and  Sox  analysis.  He 
gives  business-unit  managers  weekly  reports  for  each  project, 
including  percentage  of  the  work  competed  in  every  category. 

Sox  concerns  Smith  because,  he  notes,  no  one  had  to  worry 
about  complying  with  it  during  the  last  recession.  Sox  regula¬ 
tions  emerged,  in  part,  to  guard  against  financial  fraud  that  com¬ 
pounded  the  2002  downturn.  This  time  around,  as  companies 
rush  to  respond  to  the  dire  economy,  sometimes  compliance  isn’t 
top  of  mind.  Staffs  are  cut  and  survivors  are  handed  more  tasks 
to  do,  at  times  dangerously  so.  For  example,  an  accounts  payable 
clerk  may  take  over  the  job  of  setting  up  vendor  accounts,  which 
used  to  be  done  by  a  colleague.  But  one  person  doing  both  jobs 
violates  rules  on  segregation  of  duties,  which  say  that  no  indi¬ 
vidual  should  control  a  business  process  end  to  end. 

At  Fleetwood,  the  IT  group  watches  for  those  risks  because 
other  managers  may  be  more  focused  on  consolidating.  “I  tell 
all  my  people,  from  programmers  to  business  analysts,  to 
watch  out  for  issues  with  controls.  You  see  something,  raise 
your  hands,”  Smith  says. 

Once  personnel  are  shifted  around  and  their  jobs  are 
defined,  he  or  another  IT  staffer  will  talk  through  the  processes 
and  systems  involved  to  see  if  red  flags  fly.  When  they  do,  the 
problem  can  sometimes  be  fixed  with  a  technology  tweak— 
perhaps  changing  the  order  in  which  transactions  run.  When 
that  doesn’t  work,  IT  will  bring  it  to  the  business  unit  to  work 
out  a  change  of  process,  he  says. 

Smith  has  looked  for  software  to  model  segregation  of  duties 
but  hasn’t  found  anything  he  likes.  He  advises  other  CIOs  to 
stay  on  top  of  Sox  all  the  way  through  a  staff  reorganization  of 


any  type,  but  especially  during  a  cutback,  when  change  can  be 
chaotic.  “There’s  only  so  much  shrinking  you  can  do  without 
running  into  trouble.” 

Jackson’s  group  at  Rockwell  tracks  its  consolidation  work 
with  Microsoft  Project  and  Excel,  noting  who  completed  each 
step  when:  collecting  hardware,  removing  software,  wiping 
drives,  redeploying,  selling  or  recycling  the  machine.  “The 
people  on  something  like  this  tend  to  be  same  people  we  put  on 
mergers  and  acquisitions.  They  just  do  it  in  reverse,”  he  says. 

Look  Ahead  to  Better  Times 

When  downsizing  goes  according  to  plan,  savings  materialize. 
After  Avnet’s  fall  layoff,  several  extra  computers  and  laptops  with 
life  left  in  them  were  available,  Phillips  says.  “Our  PC  spend  in  the 
first  quarter  was  dramatically  lower  than  it  would  have  been.” 

Fleetwood  normally  spends  about  $1  million  per  year 
refreshing  PCs.  But  because  plant  closures  and  layoffs  have 
freed  up  machines,  the  company  has  spent  “a  fraction”  of  that 
in  the  last  three  years,  Smith  says. 

Further,  Smith  expects  to  convert  a  key  manufacturing  sys¬ 
tem  from  a  legacy  VMS  software  platform  to  Oracle’s  JDEd- 
wards  and  Siebel.  To  date,  Fleetwood  has  either  met  or  beat 
its  schedule.  “It’s  a  terrible  thing  to  say,  but  the  best  time  for  a 
major  conversion  is  a  downturn,  when  everything’s  quiet,”  he 
says.  “It  costs  less,  there  are  fewer  plants  to  convert.” 

Still,  even  if  IT’s  downsizing  work  is  airtight  and  the  pro¬ 
jected  savings  materialize,  it  may  not  be  enough.  Some  econo¬ 
mists  don’t  expect  significant  recovery  this  year,  despite  the 
combination  of  tax  cuts,  job  creation  and  other  stimulus  mea¬ 
sures  that  President  Obama  and  Congress  have  enacted. 

Time  will  tell  for  Fleetwood.  Its  shares  were  delisted  from 
the  New  York  Stock  Exchange  in  January,  after  the  company’s 
market  capitalization  sank  below  NYSE’s  minimum  of  $25 
million  for  more  than  30  days  straight.  Fleetwood  stock  now 
trades  over  the  counter,  in  pennies. 

Smith,  however,  remains  optimistic.  “I’ve  been  working  in 
manufacturing  companies  my  whole  career,  35  years.  I’ve  been 
through  a  couple  of  ugly  downturns  before.  You  have  to  stay 
positive  and  focused,”  he  says.  “This  is  where  you  figure  out 
whether  you  can  really  manage  or  not.  There’s  tons  to  learn  if 
you  don’t  get  sucked  into  the  black  hole.”  BE3 


Senior  Editor  Kim  S.  Nash  can  be  reached  at  knash@cio.com.  To 
comment  on  this  story,  go  to  www.cio. com/article/484013,  or 
write  to  letters@cio.com. 
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ALTERNATIVE  THINKING  ABOUT  CONTROL  AND  CONSOLIDATION: 


When  it  comes  to  IT,  your  universe  is  always  expanding.  Needs  increase, 
resources  are  stretched  and  options  can  be  limited.  But  now,  you  can  rethink 
how  you  control  and  optimize  your  physical  and  virtual  servers  by  integrating 
them  with  one  powerful  software  solution,  Insight  Dynamics  — VSE.  Now  you 
can  increase  flexibility,  improve  cost  and  energy  efficiency,  and  simplify 
daily  operations. 
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Supporting  this  technology  is  HP's  commitment  to  service  and  dependability  — 
a  point  of  difference  that  led  IDC  to  name  HP  the  #1  vendor  for  virtualization* * 


Technology  for  better  business  outcomes. 
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HP  ProLiant  DL  Servers 


Quad-Core  AMD  Opteron™  Processor, 
with  AMD  Virtualization™  technology 

Ideal  for  general-purpose  solutions  and 
high-performance  computing 

Affordable,  modular  rack  systems  to 
give  your  IT  department  the  flexibility 
to  expand  with  your  business 
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Quad-Core  AMD  Opteron™  Processor, 
with  AMD  Virtualization™  technology 

Infrastructure-in-a-box  saves  you  time, 
power  and  money  by  reducing  repetitive 
parts  and  redundant  operations 

Add,  replace  and  recover  resources  on 
the  fly  without  rewiring 


To  learn  more,  call  1-800-888-5907  or  visit  hp.com/servers/virtual2 


AMD,  the  AMD  orrow  logo,  AMD  Opteron  and  combinations  thereof,  are  trademarks  of  Advanced  Micro  Devices,  Inc. 

©  2009  Hewlett-Packard  Development  Company,  L.P.  The  information  contained  herein  is  subject  to  change  without  notice. 

*Source:  IDC  Quarterly  Server  Virtualization  Tracker,  October  2008. 
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A  new  CIO  scrambles  to  contain  a  security  breach- 
andto  keep  his  job 
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THIRD  IN  A  SERIES 

The  story  so  far:  Jim  Barton,  the  head  of  loan  operations  for  financial  services  company 
IVK,  has  been  tapped  as  the  CIO  by  the  company’s  new  CEO,  Carl  Williams.  The  previous 
CIO  has  been  fired,  and  Barton  must  restore  Williams’s  confidence  in  IT  while  he  learns 
on  the  job.  In  his  previous  role,  Barton  had  argued  against  a  security  upgrade.  Now  an 
apparent  data  breach  may  have  compromised  customer  information,  and  Barton’s  job  as 
CIO  is  on  the  line. 


Friday,  June  29, 9:12  a.m.... 

BARTON  AND  HIS  DIRECT  REPORTS  had  convened  at  7:15  a.m.,  and  they’d  begun 
talking  through  a  list  of  issues. 

First,  they  needed  to  identify  the  security  measures  they  wanted  to  implement 
to  reduce  the  risk  of  future  attacks.  The  upgrade  project  that  had  been  rejected 
earlier  would  be  accelerated,  but  Barton  wanted  them  to  figure  out  what  else  they 
could  do. 

Second,  they  needed  to  decide  what  should  be  done  to  make  the  company  secure 
against  additional  mischief  from  the  attack  that  had  just  happened.  They  had  no 
smoking  gun  to  tell  them  that  there  had  been  intruders,  but  neither  could  anyone 
think  of  a  way  a  database  index  file  could  be  renamed  without  someone  meaning 
to  do  it. 

Third,  they  needed  to  figure  out  what  to  recommend  to  Williams  about  what,  if 
anything,  they  needed  to  disclose  outside  the  company.  This  was  the  issue  most  likely 
to  get  people  fired,  the  issue  most  likely  to  spell  an  ugly  end  for  IVK.  *  ►  ► 
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(Continued  from  Page  40) 

Friday,  June  29, 3:47  p.m.... 

Options  were  shaping  up.  The  team  would  work  on  “future 
event  avoidance”  on  a  less  urgent  time  frame,  but  the  other  two 
issues,  recovery  from  the  attack  and  what  to  disclose,  had  to  be 
dealt  with  now.  There  were  three  possible  courses  of  action: 

1.  Do  nothing.  Assume  that  the  past  mischief  was  the 
worst  that  the  bad  guys  had  intended— if  in  fact  there  had  been 
bad  guys. 

2.  Shut  down  the  company  except  for  operations  that 
could  run  manually  and  rebuild  critical  systems  from  develop¬ 
ment  files.  This  was  the  “playing  it  as  safe  as  possible”  option, 
but  the  shutdown  would  be  noticeable 
enough  from  outside  IVK  that  it  would 
need  to  be  explained. 

3.  Build  a  mirror  site  from  develop¬ 
ment  files  and  rebuild  production  sys¬ 
tems  after  the  mirror  site  was  up  and 
running.  It  would  cost  money  and  take 
a  couple  of  weeks  to  assemble  the  neces¬ 
sary  facilities  and  equipment. 

Barton’s  team  had  a  preference  for 
playing  it  safe;  they  liked  option  two. 

The  disclosure  issue  was,  as  expected, 
more  complicated.  Some  argued  for 
coming  totally  clean.  The  most  popular 
position  called  for  contacting  customers 
whose  records  had  been  accessed  and  warning  them  that  their 
information  might  have  been  compromised.  A  few  argued  for 
no  disclosure  at  all. 

After  much  tired  and  occasionally  heated  discussion,  the 
group  settled  on  the  immediate  rebuild  option— explaining  it 
as  maintenance— and  disclosure  to  customers  only. 

Barton  called  Williams  to  say  that  he  was  ready  to  discuss 
options.  Williams  informed  him  that  the  senior  management 
team  would  convene  at  8  a.m.  to  decide  what  to  do. 

Saturday,  June  30, 8:56  a.m.... 

“So,  this  is  a  recommendation,”  said  Williams.  They  were 
assembled  in  the  boardroom.  Williams  stood,  as  usual.  Lead¬ 
ership  team  members  sat  around  the  table.  Williams  turned  to 
Graham  Wells,  the  company’s  chief  lawyer. 

“I  like  the  idea  of  playing  it  safe,”  said  Wells. 

“Other  thoughts?”  Williams  looked  around  the  room.  The 
others  stirred,  nodding  and  murmuring  agreement  with  Bar¬ 
ton  and  Wells. 

“What  if,”  Williams  asked,  “a  reporter  or  analyst  puts 
together  the  maintenance  outage  and  the  warnings  we’re  send¬ 
ing  to  customers,  then  wants  to  know  about  the  attack?” 

“How  would  a  reporter  or  analyst  know  about  the  attack?’ 
asked  Niels  Hansen,  Barton’s  successor  as  head  of  loan 
operations. 

“I  don’t  know,”  said  Williams.  “Our  employees  know  about 


it.  Think  none  of  them  has  mentioned  it  to  a  friend?”  Williams 
continued:  “Let  me  see  hands— who  thinks  we  should  adopt  the 
plan  that  Jim  Barton  has  recommended?” 

Haltingly,  exchanging  uncertain  glances,  the  executives 
raised  their  hands,  in  the  end  indicating  unanimous  agree¬ 
ment. 

Williams  surveyed  the  room,  then  moved  to  the  window. 
For  a  long  time  he  stood,  looking  out.  Such  a  flair  for  drama, 
mused  Barton.  All  the  long  pauses  and  stalking  around. 

Williams  turned  back:  “I  don’t  agree,”  he  said  quietly.  “I 
WAS  HIRED,”  he  said,  now  shouting,  “to  turn  this  company 
around.  We  will  NOT  shut  the  com¬ 
pany  down.  And  we  will  NOT  say  to 
anyone  that  we  think,  maybe,  possibly 
we  might  have— perhaps,  perchance, 
conceivably— lost  customer  data.” 

He  paused  to  inhale  again,  then 
focused  his  attention  on  Barton.  “This 
is  it,”  Barton  thought,  “I’m  history.” 

Miraculously,  Graham  Wells  chose 
that  moment  to  speak  up:  “I  can’t  go  along 
with  you  on  this,  Carl.  This  is  a  very  dan¬ 
gerous  course  you’re  proposing. 

“I  agree,”  said  Hansen. 

“Anybody  else?”  Williams  asked.  No 
one  said  anything. 

“Very  well,”  Williams  said  quietly,  “the  two  of  you  are 
fired.” 

Williams  returned  to  the  window.  Wells  and  Hansen  looked 
at  each  other,  then  stood  and  left  the  room.  No  one  moved  or 
made  a  sound. 

Suddenly,  Williams  turned  and  pointed  at  Barton.  “YOU 
will  need  to  take  over  loan  operations  again  until  I  figure  out 
who  to  turn  it  over  to.  Do  NOT— and  I  mean  DO  NOT— let  loan 
operations  distract  you  from  your  duties  in  IT.  And  DO  NOT 
let  this  ever  happen  again.  ” 

“Yes,  Carl,”  Barton  whispered. 

“This  meeting  is  adjourned,”  said  Williams. 

CAN  BARTON  RECOVER?  Read  the  final 
installment  at  www.cio.com/ 
article/484009. 

Excerpted  from  The  Adventures  of  an  IT  Leader  by  Robert  D. 
Austin,  Richard  L.  Nolan  and  Shannon  O’Donnell,  Harvard 
Business  Press,  April  2009.  Austin  is  a  professor  at  Copenhagen 
Business  School  and  an  associate  professor  (on  leave)  at  Harvard 
Business  School.  Nolan  is  a  professor  at  the  Foster  School  of  Busi¬ 
ness  at  the  University  of  Washington,  Seattle,  and  a  professor 
emeritus  at  Harvard  Business  School.  O’Donnell  is  a  PhD  fellow  at 
Copenhagen  Business  School  and  a  former  director  and  dramaturg 
at  People’s  Light  and  Theatre  in  Philadelphia.  BE! 


They  needed  to 
figure  out  what  to 
disclose  outside 
the  company.  This 
was  the  issue  most 
likely  to  get  people 
fired,  to  spell  an 
ugly  end  for  IVK. 
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Unifiedsomethingoranother 


I  There  seems  to  be  a  lot  of  fuss  created  just  by  wrapping  a  term  like  "unified  communications"  around 

established  technologies  like  conferencing,  instant  messaging,  voicemail  and  email.  Then  you're  told  it's 
a  must-have,  new  solution  to  increase  your  "productivity." 

How  about  a  hard  ROI  UC  story?  We've  got  one.  It  happens  when  you  take  communications  technology 
like  presence,  routing,  queuing,  and  recording  and  use  it  to  automate  current  business  processes. 

Processing  time  is  reduced  and  errors  are  eliminated.  It's  what  we  call 
Communications-Based  Process  Automation  (CBPA). 
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Deliberately  Innovative 


www.inin.com 


Read  more  about  our  communications-based  process  automation  in  the 
whitepaper,  "A  New  Approach  to  Business  Process  Automation" 

Download  it  at  www.inin.com/whitepapers 


ADVERTISEMENT 

Reduce  Inactive 
Data 

Iron  Mountain  Offers  a  Strategy 
for  Relieving  Storage  Congestion _ 

market  pu 1 se 


\  Seldom-accessed  unstructured  data  clogs  up 
■”  your  storage  infrastructure  and  drives  up  costs. 
Iron  Mountain  Digital’s  Virtual  File  Store  service 
can  give  you  some  breathing  room 


prepared  in  the  event  of  litigation,  for  regulatory  compli¬ 
ance  purposes,  and  because  they  simply  don’t  know 
what  they  can  safely  get  rid  of. 


It’s  no  secret  that  storage  requirements  are  growing  at 
a  rapid  clip— roughly  30  percent  to  50  percent  a  year 
for  most  organizations,  according  to  various  estimates. 
What  isn’t  as  well  understood  is  that  a  significant  chunk 
of  that  growth  comes  from  inactive  unstructured  data 
—files  that  haven’t  been  accessed  in  months  or  years 
which  are  driving  up  the  overall  costs  of  data  storage. 

When  companies  reduce  the  amount  of  inactive 
unstructured  data  they  have  to  manage,  they  likewise  re¬ 
duce  storage-related  costs.  And  there’s  a  lot  of  inactive 
data  out  there  that’s  ripe  for  cutting.  The  information 
data  storage  company  Iron  Mountain  says  unstructured 
data  is  the  fastest-growing  category  of  data  among 
its  customers  and  that,  on  average,  60  percent  of  it  is 
inactive. 

That  prompted  the  company  to  come  up  with  a  new 
service:  Iron  Mountain  Digital  Virtual  File  Store™  (VFS). 
With  VFS,  customers  send  their  inactive  unstructured 
data  to  Iron  Mountain  for  storage  in  its  data  centers. 

They  still  have  access  to  the  data  as  needed,  but  reduce 
the  burden  on  their  in-house  storage  infrastructure. 

Cause  and  effect 

Companies  keep  data  for  three  main  reasons:  to  be 


IDG  survey  identifies  top  challenges  in  storing 
inactive  data 

Challenge  %  of  respondents 


Cost  to  purchase  additional  storage  space  59% 

Ensuring  that  storage  methods  meet  security  and  compliance  requirements  58% 

Increasing  management  costs  57% 

Ensuring  that  stored  files  are  easily  accessible  for  electronic-discovery  47% 

purposes 

Inadequate  methods  for  backing  up  or  archiving  data,  leading  to  an  37% 

increased  risk  of  data  loss 

Creating  space  for  new  equipment  29% 

Increasing  power  and  cooling  costs  25% 

Pockets  of  downtime  as  servers  become  overburdened  15% 


SOURCE:  SURVEY  OF  100  IT  EXECUTIVES  BY  IDG  RESEARCH  SERVICES 


"Much  of  our  unstructured  data  tends  to  be  early  revi¬ 
sions  of  things,  and  you  don’t  need  all  those  versions,” 
says  Chuck  Currier,  vice  president  of  IT  for  the  College 
of  DuPage  in  Glen  Ellyn,  III.  “You  need  the  final  version 
but  no  one  knows  what  the  final  version  is,  so  you  keep 
all  of  them.” 


Iron  Mountain  Digital  often  walks  customers  through 
an  exercise  to  illustrate  the  true  cost  of  those  storage 
practices,  taking  into  account  typical  growth  rates,  says 
Steve  Blumenau,  vice  president  at  Iron  Mountain. 

“If  I  bought  an  array  for  $100  under  a  three-year  con¬ 
tract,  it’s  going  to  cost  me  four  times  that,  or  $400,  to 
own  it  over  that  time  period,”  he  says.  “You  see  these 
numbers  get  printed  by  analysts,  but  to  see  it  play  out 
kind  of  surprises  people.” 


The  outsourcing  alternative 
Iron  Mountain  Digital’s  Virtual  File  Store  service  provides 
a  way  to  alleviate  the  problem  by  getting  inactive  un¬ 
structured  data  out  of  your  storage  environment.  If,  say, 
60  percent  of  your  unstructured  data  is  inactive,  moving 
it  offsite  will  allow  you  to  reclaim  significant  storage 
headroom  and  lower  the  overall  storage-related  total 
cost  of  ownership. 


As  a  hosted  service,  VFS  requires  no  up-front  capital 
outlay— an  important  attribute  in  times  of  economic 
uncertainty.  Rather,  customers  pay  a  single,  predictable 
monthly  cost,  and  get  the  benefit  of  consistent  equip¬ 
ment  upgrades  from  Iron  Mountain. 

Data  growth  is  a  fact  of  life  in  IT— you  can’t  stop  it,  but 
you  can  take  steps  to  manage  it  more  effectively.  With 
Iron  Mountain  VFS  you  can  at  once  lower  your  storage 
TCO,  leave  room  for  growth  and  reduce  strain  on  stor¬ 
age  infrastructure  and  personnel. 


Learn  more  about  Iron  Mountain  Digital  VFS. 
Visit  www.ironmountain.com/vfs 
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peer  advice  from  the  cio  executive  council 
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How  to  Hook  'Em 

To  be  successful  CIOs  must  continuously  pitch,  persuade  and  prompt  decisions 
on  the  part  of  business  stakeholders  over  whom  they  have  no  authority 


JULIE  OUSKA,  COLORADO  COMMUNITY  COLLEGE  SYSTEM 

FIND  THE  ROOT  OF  THE  PROBLEM 

I  spend  a  lot  of  time  listening  to  people,  trying  to  triangulate  from  many  stake¬ 
holders  what  really  is  the  problem  that  I’m  supposed  to  be  solving.  Most  people  in 
the  CIO  role  are  pretty  intuitive,  good  analysts  and  problem  solvers,  and  usually 
we’re  right  on  the  money  with  our  instincts.  But  the  higher  we  go,  the  more  we  can 
sometimes  get  ahead  of  ourselves  with  solutions  that  we  think  are  right,  but  may 
not  be  best  for  the  business.  We  need  to  take  that  step  back  and  look  for  what  others 
see  as  the  root  cause  of  the  problem— the  real  issue  we’re  trying  to  solve. 

I  will  speak  with  stakeholders  one-on-one,  get  details  from  each  of  them,  ►  ►  ► 


The  CIO  Executive  Council  is  a  global  peer  advisory  service  and  professional  association 
of  more  than  500  CIOs,  founded  by  CIO's  publisher.  To  learn  more,  visit  council.cio.com. 


Julie  Ouska, 

CIO,  Colorado 
Community  College 
System 


Sam  McMakin, 

CIO,  American 
Chemistry  Council 
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Gieseman,  CIO, 
Stinson  Morrison 
Hecker 
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►  ►►  Persuading  Stakeholders  continued  from  Page  45 


use  that  information  when  talking  with  others  and  start  form¬ 
ing  a  proposal  or  solution.  You  have  to  approach  stakeholders 
on  their  playing  field.  They  do  want  to  trust  that  you  know  what 
you’re  doing,  but  they  really  want  to  know  that  you  understand 
their  particular  issue  from  a  business  perspective. 


SAM  MCMAKIN,  AMERICAN  CHEMISTRY  COUNCIL 

RELATIONSHIPS  DON'T  MAINTAIN  THEMSELVES 
You're  only  as  good  as  your  last  meeting.  Even  though 
you’ve  gained  an  alliance  with  a  stakeholder,  it  continually 
needs  to  be  nurtured  because  people  don’t  just  shut  off  their 
information  intake.  The  stake¬ 
holder  may  understand  your 
position  and  justifications,  but 
once  you  walk  out  of  their  office, 
someone  else  could  walk  in  with 
another  idea.  If  you’re  going  to 
work  to  nurture  a  relationship, 
it  can’t  be  done  haphazardly. 

For  me,  it’s  like  making  rounds. 

I  set  myself  regularly  sched¬ 
uled  time  to  follow  up  on  what 
we  talked  about  the  last  time,  and  I  try  to  keep  everything 
very  informal— just  stopping  by  or  seeing  if  they  have  time 
to  chat  because  that  stops  it  from  becoming  just  another 
required  meeting. 

I  have  my  directors  manage  relationships  this  way  as  well, 
independent  of  those  I  maintain  but  also  in  support  of  IT  better 
enabling  the  business.  All  of  us  working  together  with  stake¬ 
holders  gives  those  business  leaders  the  knowledge  and  context 
they  need  to  address  the  concerns  of  others. 


An  alliance 
with  a 
stakeholder 
needs  to  be 
nurtured.  It's 
like  making 
rounds. 


ATHELENE  GIESEMAN,  STINSON  MORRISON  HECKER 

ASK  FOR  INPUT;  DON'T  DICTATE 

Whether  working  with  people  who  are  belowyou  or  working 
with  peers,  if  you  ask  for  someone’s  help,  they  are  more  likely  to 
respond  well  than  if  you  tell  them  what  you  want  done.  Asking 
doesn’t  mean  that  you’re  weak  or  that  you’re  not  in  charge.  By 
putting  a  question  mark  at  the  end  of  the  sentence,  what  you’re 
really  saying  is,  “I  respect  your  judgment  and  expect  you  to  give 
me  feedback  that  will  help  get  this  done.” 

In  fact,  I  encourage  people  to  play  devil’s  advocate  with  me, 
because  I  don’t  know  the  best  answer  all  the  time.  I’ve  made 
it  clear  that  listening  does  not  guarantee  agreement— it  is  the 
leader  who  must  make  the  decision  and  bear  the  responsibility 
of  that  call.  But  getting  input  from  others  on  how  to  go  about 
something  lets  me  consider  other  perspectives  and  usually 
results  in  a  better  solution  for  everyone. 
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Study:  Best  Practices 
for  Influence 

Who:  80  members  of  the  CIO  Executive  Council 

What:  A  comprehensive  study  for  women  CIOs  on 
influencing  senior  business  stake¬ 
holders  (the  best  practices  are 
relevant  to  men  as  well) 

Why:  CIOs  are  leaders  of 
change,  and  change  is  some¬ 
thing  most  people  resist. 

Therefore,  the  ability  to  influ¬ 
ence  stakeholders-including 
those  over  whom  CIOs  have  no 
direct  authority-is  an  essential  but 
difficult  skill  to  master.  "Influence 
defines  my  job.  Influence  is  the  road 
to  credibility,  and  credibility  enhances  influencing 
skills,"  says  Barbara  Kunkel,  CIO  at  the  law  firm  Trout¬ 
man  Sanders.  The  Council's  Executive  Women  in  IT 
group  partnered  with  The  Leader's  Edge  to  gather 
benchmarks  and  practical  peer  advice. 

How:  A  common  mistake  CIOs  make  when  influ¬ 
encing  is  poor  pitch  preparation-they  fail  to  obtain 
important  facts  and  numbers  related  to  the  busi¬ 
ness  need  and  potential  benefits.  Related  mistakes 
include  overselling  the  benefits  (leading  to  a  big 
credibility  hit  when  failing  to  deliver)  and  oversim¬ 
plifying  the  challenges  of  the  initiative  just  to  win 
buy-in. 


Barbara 

Kunkel 


getw  To  download  the  study,  go  to  the 
connect  box  at  council.cio.com. 
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IT  Department  Reorgs-Architecting 
Change  in  Times  of  Transition 

Live  CIO  Panel  Teleconference: 

April  14, 11:00  a.m.-12:00  p.m.  U.S./Eastern 

On  this  Council  teleconference  open  to  the  public, 
panelists  will  highlight  their  process,  detail  best 
practices  and  describe  how  they  have  overcome 
challenges  in  remaking  their  IT  organizations. 


CIO  PANELISTS: 

►  Jeanine  Wasielewski, 

MillerCoors 

►  Clayton  Crawley, 

The  Church  Pension  Croup 

►  Carol  Fineagan, 

EnergySolutions 


To  register 
goto  council 
.cio.com. 
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Your  UC  plans  don't  have  to  go 
down  with  the  economy. 


It's  as  easy  as  1-2-3  under  a  Cypress: 


1  Spend  less 

on  your 

communications. 


2  Get  more  with 
hosted  unified 
communications. 


Get  money  back 

for  your 

telecom  equipment. 


cypress 

COMMUNICATIONS® 


With  Cypress  Communications'  managed  solution,  you  can  bail  out  your 
UC  initiative  (without  the  capital  expense),  implement  it  in  2009  and  even 
put  more  money  back  in  your  IT  budget.  To  learn  more  about  how  to 
plant  Cypress  at  your  office  visit  www.cypresscom.net/bailout. 


©  2008-2009  Cypress  Communications,  Inc.  The  Cypress  Communications  logo  is  a  registered  trademark  of  Cypress  Communications,  Inc. 


connect 


Mentor 


Direct  Energy  CIO  Kumud  Kalia  on  how  to  deal  with  mounting  peer  dissension 


; 


Q:  I'm  getting  into 
more  conflicts  than 
usual  with  my  busi¬ 
ness  peers.  What's 
going  on? 

When  the  economy 
is  shrinking  and  there 
is  competition  for 
resources,  tough 
decisions  will  result 
in  more  tough  conver¬ 
sations.  You  have  to 
cut  budgets,  people 
and  projects.  Any  one 
of  those  is  going  to 
piss  people  off.  They 
will  see  you  as  the 
person  forcing  this 
change  on  them, 
downsizing  their  orga¬ 
nization  or  hindering 
their  ability  to  gener¬ 
ate  revenue. 

In  these  situations, 
you  need  to  seek 
common  ground  and 
treat  the  other  party 
with  respect.  Don't 
present  things  as  a 
fait  accompli.  Though 
the  outcome  may  be 
predetermined,  the 
path  to  get  there  isn't. 
CIOs  are  problem  solv¬ 
ers;  we  get  a  mandate, 
put  a  plan  together 
and  say,  'Right,  I  know 
how  to  do  this.'  But  we 
actually  have  latitude, 
so  we  should  listen 
and  allow  the  other 


person  to  participate  in 
the  decision  on  how  to 
get  to  the  end  goal. 

Q:  How  can  I  deal 
with  someone  who 
I'm  butting  heads 
with  now? 

Don't  seek  to  be  the 
winner,  If  there  is  a 
winner,  then  there 
is  also  a  loser,  which 
encourages  turf 
battles  and  leads  to 
more  dysfunction.  Try 
to  understand  why  the 
other  person  is  thwart¬ 
ing  you.  What  do  they 
want,  and  can  you  help 
them  achieve  their 
goal  while  you  achieve 
yours? 

I  once  fell  out  with 
a  colleague,  and  it 
was  a  relationship  I 
never  got  the  chance 
to  repair  because  I  left 
the  company  a  few 
months  later.  It  was 
just  after  the  dotcom 
bust,  and  the  condi¬ 
tions  and  resulting 
behaviors  were  similar 
to  what  we  have  today 
with  the  housing  bust, 
banking  collapse  and 
resulting  recession. 

A  colleague  owned 
an  innovative  part  of 
the  business,  which 
he  was  trying  to  grow. 


But  I  was  told  to  freeze 
everything  and  not  to 
launch  anything  new. 

I  thought  he  got  the 
same  message  as  me, 
which  he  did,  but  he 
thought  it  didn't  apply 
to  him.  What  I  didn't 
understand  was  that 
he  was  trying  to  gain 
new  revenues  to  pre- 
servejobs  within  his 
team.  He  never  took 
the  time  to  explain 
that  to  me;  I  just 
assumed  he  was  stub¬ 
bornly  noton  board. 

If  he  had  articulated 
his  reasoning,  I  could 
have  helped  him  take 
that  to  others  who 
might  have  ruled  in  his 
favor.  In  the  end,  he 
just  got  smacked  by 
his  boss.  He  was  guilty 
of  not  explaining  his 
hidden  agenda,  and  I 
was  guilty  of  being  too 
committed  to  a  course 
of  action  to  consider 
alternatives.  It's  some¬ 
thing  I  still  think  about 
in  similar  situations. 


Kalia  is  Direct  Energy's 
CIO  and  Executive  VP, 
Customer  Operations, 
and  a  Council  member. 
E-mail  topics  or  questions 
for  mentors  to  connects? 
cio.com. 
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PHOTO  COURTESY  OF  DIRECT  ENERGY 


THE  WORID’S  MOST 
POWERFUL  CLOUD 
OPERATING  SYSTEM 
HAS  A  NEW  OEM! 


Welcome  HP,  we're  thrilled  to  have  you  on  the  team. 

The  free  Solaris™  operating  system  fuels  the  most  important  datacenters  across  the  world.  Powered  by  award  winning  innovations, 
from  the  ZFS™  file  system,  to  the  Java™  platform  and  MySQL™  database,  it's  no  surprise  we've  taken  the  leap  to  power  the  cloud.  Now 
it's  up  to  you — by  moving  to  the  open  source  Solaris  platform,  you  can  radically  lower  spending  on  proprietary  software  licenses,  and 
make  equally  radical  improvements  to  performance  and  operational  efficiency. 

Don't  take  our  word  for  it — ask  Intel,  Dell,  IBM  and  our  newest  OEM  Partner,  Hewlett  Packard.  They  see  the  value — isn't  it  time  you  did,  too? 


For  a  free  download  or  to  order  a  CD,  visit  sun.com/solaris 


The  Network  is  the  Computer  ™ 


©2009  Sun  Microsystems,  Inc.  All  rights  reserved.  All  names  and  logos  are  property  of  their  respective  owners. 
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call  for  nominations 


The  CIO  Hall  of  Fame  honors  men  and  women  whose  creative  vision  and 
outstanding  leadership  in  information  technology  has  profoundly  shaped 
the  business  landscape.  Only  37  individuals  have  been  inducted  into  the 
CIO  Hall  of  Fame— including  Dave  Barnes  of  UPS,  Barbra  Cooper  of  Toyota, 
John  Glaser  of  Partners  Healthcare,  Randy  Mott  of  Hewlett-Packard,  Doreen 
Wright  of  Campbell  Soup  and  many  more.  Nominate  your  colleague  or 
mentor  to  join  this  elite  group. 


"There  is  no  greater 
professional  honor 
than  to  have  your 
accomplishments 
recognized  by  your 
industry  as  exemplary. 
In  all  professions, 
it  is  vital  to  have  role 
models  who  can  guide 
and  inspire  those  who 
will  lead  in  the  future." 


NOMINATE  Candidates  must 
be  current  or  former  CIOs  who 
meet  the  following  criteria: 
significant  accomplishment 
in  the  IT  field;  demonstrable 
business  impact;  respected 
industry  status  or  renown; 
influence  on  the  profession 
and/or  advancement  of  the 
CIO  role;  acknowledged 
leadership  among  peers  and 
outside  entities. 

CELEBRATE  The  2009 


DON’T  BE  LATE  We  will 
accept  nominations  from 
March  1  through  May  1.  For 
more  about  this  prestigious 
award,  go  to  www.cio.com/ 
cio-awards/cio-hall-of-fame/ 
index. 

DEADLINE:  May  1,2009 

Find  our  nomination  form  at: 
public.cxo.com/awards/ 
CIOHOF2009_application 
.html 


-JOHN  GLASER,  CIO 
OF  PARTNERS 
HEALTHCARE, 

HALL  OF  FAME  2007 


honorees  will  be  recognized 
in  a  November  issue  of  CIO 
and  on  CIO.com.  They  will  be 
inducted  at  The  Year  Ahead 
Summit,  which  takes  place 
Nov.  8-10  at  the  Renaissance 
Esmeralda  Resort  and  Spa, 
Indian  Wells,  Calif. 


BUSINESS  TECHNOLOGY  LEADERSHIP 


Just  in  Time 

If  you  ride  public  transportation  in  San  Francisco  or  in  more  than  50  other  cities,  you  will  know  when 
the  next  streetcar  is  on  it’s  way.  Technology  from  NextBus  uses  GPS  and  a  predictive  algorithm  to  calculate 
arrivals  of  trains,  trolleys  or  buses.  Equipped  with  a  tracking  device,  each  vehicle  relays  its  location,  direc¬ 
tion  and  speed  to  NextBus’s  servers,  which  interpret  the  data  and  post  it  to  the  transit  system’s  website.  The 
technology  incorporates  historical  data  from  each  route  to  account  for  delays  during  peak  travel  times. 

“It’s  not  brain  surgery  compared  to  what  other  companies  can  do  with  GPS,”  says  NextBus’s  Director 
of  Business  Development  Larry  Rosenshein,  “but  we  get  e-mails  from  riders  who  say  it  changed  the  way 
they  look  at  their  public  transportation  system.”  Travelers  can  view  the  data  on  their  smartphones,  com¬ 
puters,  text  messages  or  station  signs.  Simply  enter  your  stop  number  and  you’ll  know  when  the  next 
three  vehicles  will  arrive.  -Jarina  D!Auria 
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Give  your  company  the  flexibility  to 
adapt  to  any  business  environment 


Converged  Solutions  from  Sprint  uses  a  flexible  IP  core  for  your  company’s  voice,  video  and  data 
communications.  With  technology  like  Wireless  Integration,  your  mobile  has  all  the  functions 
of  your  desk  phone.  So  you  and  your  workforce  can  adapt  to  just  about  every  situation  you  find 

yourself  in.  Get  it  on  the  Now  Network™ 


sprint.com/convergence 


^Poweret^ 


Certified  by 
Cisco  for  Quality 
of  Service 


Sprint 
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With  NetApp  at  the  heart  of  your  business,  you  can 


ACCELERATE  YOUR  THINKING 


and  bring  breakthrough  ideas  to  market  faster. 

Leave  your  competition  behind.  Because  with  NetApp,  you  can  provision,  test,  and  deploy  new  applications 
in  days  instead  of  months,  keeping  your  business  a  step  ahead.  What’s  more,  you’ll  love  the  commitment  of  our 
team  of  experts  who  share  your  drive  and  winning  vision.  Learn  how  our  storage  and  data  management 
solutions  can  help  your  business  go  further,  faster.  Visit  netapp.com/breakthrough. 

W\ I  NetApp' 

Go  further,  faster 

©  2008  NetApp  All  rights  reserved  Specifications  are  subject  to  change  without  notice.  NetApp,  the  NetApp  logo,  and  Qo  further,  taster  are  trademarks  or  registered  trademarks  of  NetApp,  Inc 
in  the  United  States  and/or  other  countries.  All  other  brands  or  products  ore  trademarks  or  registered  trademarks  of  their  respective  holders  and  should  be  treated  as  such. 


